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Present automobile accessory sales room of Kilmer & Sons, Spokane, Wash. 


Lizzy”’ hit the streets of Spokane it struck 

a responsive chord in the heart of J. G. 

Kilmer. He wasn’t exactly crazy about the rattle 
or the buzz, but the possibilities appealed to him. 
He liked the “sassy” way she kicked up the dust and 
he admired her appetite for miles and gasoline. 
Hardware was Kilmer’s line from sheer necessity; 
he was a hardware man just as the average man is 
either a Republican or a Democrat, because his 
father was one before him, but the mere weighing 
of nails failed to arouse his youthful ambition. He 
~wanted life and action. He was filled with initiative 
that yearned for a position on the pay-roll. The 
automobile sized up to the opportunity he craved. 
“Why not make the automobile accessory business 

a part of the hardware game?” he queried, and 
straightway be started in to put the big idea across 
in the home bailiwick. Father Kilmer and the older 
brothers gave him the merry ha-ha. “Nothing to 


W the first hard-tired, old-fashioned “Tin 
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it,” was the family decision, but even though the 
verdict of the domestic jury was unanimous it failed 
to convince young Kilmer that there was no money 
in his pet scheme. The bee in his bonnet grew till 
its hum drowned the clatter of tin in the basement. 

He quit the hardware store—side-stepped the nail 
counter—and hit for the largest garage in the city. 
“What’s the chance for a job?” he asked the boss. 
“Nothing open,” was the answer. “What if we cut 
out the salary?” he questioned. “Well, that’s dif- 
ferent,” said the garage man. “We can always take 
on a good man at those figures,” so Kilmer peeled off 
his coat and started in on the dirtiest, grimiest part 
of the automobile business. He washed cars; he 
mended tires; he fixed batteries; he spent long 
weary hours on his back, peering up at the internal 
organs of distance destroyers, putting things in 
condition for future joy rides. All without a cent 


of salary. 
He learned engines from A to Z. He tore them 
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Hardware department of Kilmer & Sons, Spokane, Wash. 


apart and reassembled them. He got a strangle 
hold on the essential knowledge of carbureters, and 
pigeon-holed the back of his head for a reference 
library on ignition, lighting and starting. He picked 
up the inside dope on every car from a Ford to a 
Packard, then when his first payless year struck 
the down grade he set the brakes and tapped the 
boss for a salaried job in the stock room, “You’re 
on,” said the man at the top “at $15 per.” So Kilmer 
spent his second year handling automobile supplies 
at the princely salary of $15 a week. 


He learned the general lines of supplies used in 
the Spokane territory. He studied the garage 
methods and operating expenses. He got a line on 
the leaks and took a slant at the profits. He culled 
out the worst and absorbed the best that the garage 


_had to offer, then he dropped the mechanical feature 


and went on the road for an automobile’ accessory 
house until he had acquired a working knowledge of 
the wholesale side of the game. Meanwhile, with 
the assistance of a partner, he was handling a small 
repair shop of his own in a different part of the 


J. G. Kilmer’s first automobile accessory department 
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Kilmer’s first automobile tire repair shop 


city. It paid as well as its size would permit, and 
finally, with a confidence born of accurate knowledge, 
he took the back track for the home roost and put 
the proposition up to “Dad and the bunch” for the 
second time. This time it was a ten-strike. “Any 
man with the nerve to prepare himself as you have 


deserves a chance,” said the Old Man, and with a 
measly $300 capital he started in. 

There was a vacant room next to the store. He 
rented it, fixed up a repair shop in the rear, took 
on a small line of accessories and hustled for busi- 
ness. All his accounts were kept separate from 
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In the background at the left, J. G. Kilmer working without salary in a garage repair shop 
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those of the regular store, for a reason. He wanted 
to know exactly what the business was doing from 
start to finish. It was up to him to make good, 
and he went it one better. In just two years’ time 
his accessory store was doing three times the busi- 
ness of the old hardware establishment, with its 
unlimited capital and fifteen years’ standing in the 
hardware field. The balance of the firm woke up to 
the fact that “the Kid’ was making good with a 
capital “G.” The financial end was increased, new 
fixtures were put in and the stock made more com- 
prehensive. They lined his stock up as a regular 
department in the business. 

To-day the firm carries a regular accessory stock 
of $60,000, with a consigned stock of tires amount- 
ing to as much more. Some little growth from a 
$300 start and mighty little backing. 

Just back of the main selling room of the acces- 
sory department is the tire repair room, where 
worn-out tires are repaired and put back into 
service. Here the workmen put raw rubber and 
gasoline into a large barrel churn and turn out 
vulcanizing cement as easily as a farmer’s wife 
does butter. They tear the tread off old outer 
casings, and put on new ones, by laying strips of 
rubber-impregnated fabric in alternate layers, plac- 
ing a layer of pure rubber on top, and running the 
tire into the “pot,” where the heat and steam forces 
the rubber through the entire mass, forming what 
is practically a new tire, and one which carries 
the firm’s guarantee for half the original mileage. 
This process is known as the open-heat process. 

Inner tubes are repaired and turned back to the 
customers in neat boxes, which bear not only the 
owner’s name, but also the firm name and telephone 
number. This is great advertising, and the side 
lines of every speedway leading out of Spokane 
are lined with paper boxes boosting for the acces- 
sory department of the Kilmer & Sons hardware 
store. 
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Lubricating oils are carried in the basement in 
steel drums, and sold through hydraulic pumps. 

Mr. Kilmer condemns the use of wooden barrels 
for oils. There is an inside as well as an outside 
pump for the delivery of gasoline, and “free air” 
is a watchword in the store. 

One large room in the rear is given over to the 
repair of batteries. In this room batteries of all 
kinds are repaired at a fraction of the original 
cost, and turned back with the firm’s regular guar- 
antee of service. “Automobile salesmen,” says Mr. 
Kilmer, “do not sufficiently inform their customers 
in regard to the care and operation of batteries. 
The average life of a battery is one year; after 
that it must either be repaired or thrown away. 
Often the cause of their failure to work properly 
is some very simple thing, such as short circuiting. 
In nearly all cases it is the direct result of neglect. 
Batteries can be repaired at a small proportion of 
their original cost, and the profit ranges around 
fifty per cent.” 

Practically all high class cars are equipped with 
batteries for starting, lighting and ignition, and 
this fact, coupled with the fact that the average 
owner knows nothing about the workings of that 
important part of his car, lines up the’ battery 
business as one of the most profitable sub-divisions 
of the accessory game. The battery room at Kil- 
mer’s had its inception just a little over six months 
ago. It was strictly an experiment at first, yet this 
six months’ infant, during the month of September, 
did a business of over $1500 exclusive of the sales 
of new batteries, which amounted to at least $600 
more. 

As you enter the battery room, you get a side 
light on one of the methods that have made Kilmer’s 
headquarters for accessories in thé Inland Empire. 
Placed in a prominent position on the wall, where 
you cannot fail to get a square look at it, is a big 
show card, decorated with the picture of a little 
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red devil sitting on a battery, and bearing this 
inscription : 
LITTLE AMPERE, who are you? 
I’m the GUY that took the RANK out of CRANK 
And put the ART in START. 


Little Ampere is the trade-mark of the battery 
department, and the sign with its appropriate 
cartoon is to be seen on the screen at every first 
class picture show in Spokane, while all the railroad 
crossings are adorned with signs reading: 


DANGER—SOUND KLAXON. 
Say, you “AUTO” buy your Auto Accessories 
from 
Kilmer & Sons Hardware Company. 


Advertising is a live issue in the firm’s business, 
in all the departments. Windows in the hardware 
and sporting goods sections are kept neatly trimmed, 
and the interior displays, as the accompanying pho- 
tographs show, are strictly up to date and carrying 
advertising values that get returns. 

Kilmer & Sons have proved beyond a doubt the 
value of the automobile accessory line in connection 
with a hardware store. They have blazed a trail 
that will be followed by hundreds of hardware 
merchants in the great Northwest. Manufacturers 
are turning out. hundreds of machines daily, and 
the demand for cars is still unfilled. Tire manu- 
facturers are working overtime to fill the demand. 
Five of the principal firms are placing on the 
market an aggregate of 50,000 tires a day. This 
should give you some idea of the field to be covered. 
Profits in tires are light, but in other lines they 
are very satisfactory, and the line as a whole will 
carry as great a percentage of real profit as any 
line in the hardware field. 

The initial capital is small. Kilmer started with 
$300, and climbed to thousands in three years. The 
field is not crowded, and the actions of the garage 
man in the line of overcharges has thrown the 
business into the laps of the hardware dealers. 
Your true sport loves to make his own repairs; the 
man of moderate means is forced to make them. 
Some one outside the regular garage line must sell 
these men their supplies, and who is better 
equipped to do the job than hardware men? If 
there is any one else in line—show me. I hail from 
Missouri. The field is yours. 

You probably cannot afford to take the training 
course that Kilmer took, but you can start light 
and gain your experience as you go along. You 
may never handle a $60,000 stock of repairs, but 
if you’re game to start, and willing to play fair, 
you can pick your share of profit.from the tree of 
accessories and ride in your own little old tin buggy 
on the strength of your business increase. 

Dozens of letters are received by the editors of 
HARDWARE AGE daily, from all parts of the country, 
all telling the same story of success in catering to 
the wants of the motor bug. As a trade winner in 
other lines it can’t be beat. The man with the car 
is usually the man with the cash, and the very fact 
that he has the chance to travel for pleasure puts 
him in the market as a live prospect for novelties 
in the sporting goods line. Don’t be a has-been! 
The woods are full of men who once were great, 
but there is no money in the past. The rewards 
are all in the future. There’s a bunch of coin in 
the accessory game for live hardware men, and there 
are prospects of business tombstones for the fellows 
who are asleep at the switch. Wake up! Climb 
onto the accessory band wagon, and let the under- 
taker look out for the man up the street. Here’s 
luck to you! 
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The Situation Confronting Manu- 
facturers of Pocket Cutlery 


Ry ASUSACTURERS of pocket knives in the 
United States are compelled to consider seri- 
ously the price situation created by past and present 
conditions in the production of this class of cutlery. 
The tariff bill of 1913 provided for a very mate- 
rial reduction in the duty on pocket knives. Being 
convinced that prices on American pocket cutlery 
would be reduced, purchases by hardware jobbers 
and retailers in this line, during the spring of 1914, 
were exceedingly light. 

At the outbreak of the war, it was at first believed 
that there would be a scarcity of imported pocket 
cutlery and for a short time there was a distinct re- 
vival in the American pocket-knife business. Later 
on, in the fall, it developed that German cutlery 
could come in via Rotterdam, and large quantities 
did arrive during November and December, 1914. 
Most of these goods were intended for fall trade 
that year, but arrived too late, and in consequence 
were carried over into the spring of 1915. 

General business conditions during the spring 
were sluggish and pocket cutlery moved very slowly 
from the stocks of jobbers and retailers. Conse- 
quently, prices on American pocket cutlery, not- 
withstanding heavy advanees in the cost of raw 
material and some scarcity of labor, remained sta- 
tionary. 

At present American pocket-knife makers are 
facing a difficult situation. Material has advanced, 
it is said, from 20 to 25 per cent. Labor is scarce 
and looking forward to next year, manufaeturers 
are convinced that they will have to pay material 
advances if they are to keep their organizations 
intact. Therefore factory officials seem to feel 
that it will be unwise for them to book orders now 
for next year’s delivery on the basis of current sell- 
ing prices, in view of the prospective heavy addi- 
tional advance in the cost of production. 

Manufacturers in this line say that business is 
coming to them freely, and in some instances to pro- 
tect themselves advances have already been made in 
prices. Stocks in the hands of jobbers and retailers 
have gradually become depleted. Owing to im- 
proved conditions in southern territory, business 
from that part of the country is coming in very 
much better. 


Hardware Age Best Trade Paper 


Illinois Coneern Receives 


ALTON, ILL. 
To the Editor: 

Inclosed we send a few copies of some of our 
newspaper ads which we think, for the amount of 
space used, are giving very good results. 

We often see copies of a number of hardware 
advertisements in your “Publicity for the Retailer” 
which we enjoy very much, and conclude that you 
might use these in some future issue. 

HARDWARE AGE, in our establishment, is always 
referred to as the best trade paper we receive, which 
is without doubt very true. 

Wishing you continued success, we beg to remain, 

Yours very truly, 
MILLER LIME & CEMENT COMPANY, 
Per Walter L. Budde, Assistant Manager. 


THE WILLIAM SHAKESPEARE, JR., COMPANY, Kala- 
mazoo, Mich., manufacturer of fishing tackle and sport- 
ing goods, has been succeeded by the Shakespeare Com- 
pany. No change in the management or business policy 
will take place. 
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Representatives of Cash Register Concern Report Conditions in Their 
Territories Highly Favorable—Statements of Retailers 
the Country Over Basis for Optimism 
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Salesmen of the National Cash Register Company in Convention 


it may be safely asserted, has the gathering 

of an industrial concern’s personnel been the 
occasion of such general enthusiasm as has been 
the case in Dayton this week during the National 
Cash Register Company’s three-day convention of 
its salesmen. This may be attributed, in part, to 
the splendid work which this concern has done for 
Dayton at various times and, in part, to the keynote 
of the convention, namely, Prosperity! 

Among other remarkable features were the 
addresses by Governor Cox of Ohio, Mayor Shroyer 
of Dayton and many other State and city officials, 
all of whom congratulated the company on its action 
in sounding the prosperity note. More than once 
the fact was emphasized that President Patterson 
had given extraordinary currency to his views as to 
the prosperous conditions now before this coun- 
try, having published his “Business Is Booming” 
advertisement in no less than 1600 newspapers and 
in 93 trade papers, financial publications, maga- 
zines and religious journals. Gratification was also 
expressed at the manner in which Mr. Patterson’s 
statements were borne out by the reports presented 
by the 800 N. C. R. salesmen in attendance at the 
convention, representatives of the concern in every 
section of the United States and in Canada. 


City’s Decorations 


This enthusiasm reached a climax this evening, 
when the concern’s 6000 employees took part in a 
Grand Prosperity Parade. For this occasion the 


D AYTON, Ohio, Nov. 10, 1915.—Never before, 


citizens of Dayton lavishly decorated the streets 
and buildings through which the procession was 
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to pass. During the parade a dozen bands pealed 
forth their inspiring strains, and with thousands 
of American flags and hundreds of transparencies 
the scene was one never to be forgotten. 

The convention opened at 8 o’clock Monday morn- 
ing in the company’s Hall of Industrial Education. 
Wild cheering arose when President John H. Pat- 
terson took his place. At the suggestion of Mr. 
Patterson each of the salesmen introduced him- 
self, giving his name, place of birth, present loca- 
tion and number of years with the company. As 
the older employees of the company and the sales- 
managers of the various divisions were heard from 
they were greeted with prolonged applause. A 
large proportion of the men announced that they 
had been- with the company from twenty-five to 
thirty years. 


Report ‘Business Booming 


Five questions were put to the gathering and as 
each question was asked those who wished to an- 
swer in the negative were told to rise: These 
were the questions: 

Has agriculture improved in your territory in the 
last six months? Has industry improved? Has 
mining improved? Has commerce improved? Has 
finance improved? 

The percentage of those who, by rising, answered 
“No” was almost negligible, and when further in- 
quiry was made it was found that in almost every 
case the unfavorable conditions were purely local 
in their extent. When, finally, Mr. Patterson 
asked, “How many of you think business is boom- 
ing?” the 800 salesmen rose as one man. 
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President Patterson’s Address 


In addressing the gathering Mr. Patterson ex- 
tended to all, on behalf of the officers of the com- 
pany, the heads of the departments and the rank 
and file of the making and recording forces a most 
hearty welcome home. He also expressed the 
hearty thanks of the management for the work 
done by the salesmen since the previous gathering. 

“All of us,” said he, “want to express sincere 
appreciation of the efforts you have put forth dur- 
ing the strenuous two years we have just passed. 
And to-day you are welcomed with a double enthu- 
siasm because of the promise of unprecedented 
prosperity which this nation is about to experi- 
ence.” 

Retailer’s Views Most Valuable 


‘“‘No other class of business men,” continued Mr. 
Patterson, “is so closely identified with the condi- 
tions of trade as are you. You come into contact 
with all places where merchandise is sold and dis- 
tributed. Within a few weeks you salesmen talk 
to thousands of retail merchants, and retail mer- 
chants are in closer contact with conditions of mer- 
chandising than are any others. They know the 
financial conditions affecting manufacturing and 
wholesale selling, as well as the buying conditions 
of each individual. The retailer meets the millions 
of people of the United States who are patrons of 
stores, and who either pay cash or buy on credit. 

“The retailer’s opinion of business conditions is 
the most reliable opinion obtainable—it is a 
barometer of good and of bad times. You know 
the retail merchant’s. opinion because you sell a 
machine which comes in close contact with his busi- 
ness—a machine which protects him against the 
mistakes which occur between clerks and customers, 
because you are his confidential adviser of business 
systems.” 


To Get Share in Prosperity 


Speaking of the general conditions throughout 
the country, Mr. Patterson said: 

“Never before has there been such a combina- 
tion of circumstances in favor of the people of the 
United States. We have had two record-breaking 
crops, which sold at good prices. Stocks of manu- 
factured material are short, and labor is in great 
demand at high wages. We have the best money 
in the world, and more of it than ever before. 
Billions of dollars are passing over the merchants’ 
counters. And you have been brought to this con- 
vention in order that we may help one another to 
obtain our share in the prosperity which is at 
hand.” 


On the Up-Grade 


In the course of a brief address, in which he 
thanked the men for the work they had done during 
the past year, H. G. Carnell said: 

“So much spirit and vitality have been shown 
here to-day that they would almost raise a dead 
man if he were brought into this hall.” 

Robert Patterson, in the course of a talk, said: 
“‘We’ve reached the bottom of the hard times wave; 
now we’re on the up-grade. Looking into the 
future, we see the greatest era of prosperity this 
country has ever known.” 

Dr. H. H. Herman briefly told the men how to 
keep physically efficient. 


Showing How to Sell 
Then followed a sketch, entitled, “The Evolu- 
tion of a Store,” which included an interview, a 
demonstration and the installation of the Class 700 
and Class 500 registers. This was divided into 
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five acts. The first exemplified the operation of 
a small grocery store without a cash register. The 
next scene showed the N.C.R. salesman selling the 
grocer a machine. The third act showed the in- 
terior of the grocery store after the cash register 
had been installed. In the fourth act the pro- 
prietor is supposed to have had his register five 
years and finds that his business has increased to 

















John H. Patterson, president 


such an extent that it does not give him all the 
information he now needs. The fifth act showed 
the introduction and sale of the latest and most 
improved model. The characters in this practical 
illustration were taken by various employees of 
the company. 


Viewing the Factory 


In the afternoon the men took the first half of 
a trip through the factory. In each department a 
special exhibit had been arranged, showing the 
work done. During the afternoon talks were given 
by members of the force, together with demonstra- 
tions of the working of the newest cash register 
models. In the evening by stereopticon views the 
company’s history was unfolded and by a motion 
picture the evolution of a store was made manifest. 

The Tuesday morning session began with an in- 
terview and demonstration bearing on the depart- 
ment store electrical credit system and the Class 
500 machine. Talks by salesmanagers and stereop- 
ticon demonstrations followed. During the after- 
noon the trip through the factory was completed 
and talks and demonstrations were given relative 
to other cash register models made by the com- 


pany. 
Talks on Selling 


On Wednesday selling talks were given by six- 
teen of the men and eight of the representatives 
spoke on “Unusual Sales.” Addresses then fol- 
lowed by G. W. Shroyer of G. W. Shroyer & Co. and 
I. G. Kumler of the Rike-Kumler Co., Dayton. An 
address was also delivered by A. C. Pearson, man- 
ager of the Dry Goods Economist. 

The afternoon was devoted to addresses on ad- 


vertising, window advertising and publicity, the 


factory, etc. With the ending of this session the 
convention was brought to a close by an address 
from President Patterson. 


} 









TWO QUESTIONS INVOLVING 
RESTRAINT OF TRADE 


By ELTON J. BUCKLEY 


business, but still to some extent associated 

with it, to watch the efforts which wholesale 
and retail distributors are making to avoid having 
to sell goods that for any reason they consider un- 
desirable, mainly, of course, because the price has 
come to be cut, and there is no longer any profit 
in them if they are sold at the current rate. As 
the influence of advertising increases, so the inge- 
nuity of the distributors is more and more being 
drawn upon to invent some plan by which they can 
get out of selling some article without antagoniz- 
ing their customers too much. 

Some of the methods used are perfectly legal, 
while others are without doubt illegal, and an in- 
fraction upon the rights of the manufacturer whose 
product is involved. , 

By a curious coincidence, I have just received two 
inquiries from widely separated correspondents, 
touching on two closely related phases of this very 
question. One comes from Pennsylvania and the 
other from Minnesota, showing that the problem is 
not one of territory. Both are from manufacturers 
of proprietary trademarked articles: 


NO. 1 
MINNEAPOLIS, MINN., March 22, 1915. 
We are manufacturers of a trademarked special- 
ty, as you will note from our letterhead. We have 
one large customer in this territory—a retail house 
—with whom we are having considerable trouble. 
We have done a great deal of advertising to the 
public, and our brand has become well known. The 
price is considerably cut in certain quarters, al- 
though we have done our best to stop it, but have 
not refused to sell anybody on account of their cut- 
ting the price, as we have feared the anti-trust laws. 
The customer to which we refer served notice on us 
recently that if we did not prevent certain firms 
from cutting our product he would stop selling it. 
We could not stop them, and he did stop selling it, 
but was compelled to put it in stock again, owing to 
the force of our advertising. He has adopted a plan 
of having it in stock but not selling it, however, 
which we believe is illegal, and we should like to re- 
ceive your opinion on the subject. He keeps a stock 
of our brand, but does not display it in any way. 
Then he puts an exorbitant price on it, especially, 
we believe, to discourage sales. The article costs him 
35 cents and the regular retail price is 50 cents. 
The cutter has been selling at 42 cents, which is 
about cost. This customer has put a price of 60 
cents on it, and of course sells little or none. Has 
_ hea right to do this? Also, when asked by custom- 
' ers why he charges so much more than other stores 
he has all his clerks instructed to answer that “We 
do not recommend So-and-So’s brand.” If the in- 
quirer goes further and asks why, the clerks will 
' gay, “Because we prefer to recommend this brand,” 
showing a substitute. It seems to us that this is il- 
legal and that there should be some way to stop it. 
He has, of course, completely killed the sale of our 
brand in his store. 


I had this letter in mind when I spoke of the 
ingenuity of the distributor. Certainly no plan of 
keeping a thing, yet not selling it, ‘eould be much 
more ingenious than this. 

Of course a retailer can put any price he likes 
upon an articlé which he owns. He can price it at 


ik is exceedingly interesting for one outside of 


a dollar, or five dollars, and nobody can complain. 
This correspondent has no legitimate complaint 
there, even though it is obvious, as indeed it is here, 
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that the sole purpose of the high price is to kill 
sales. ! 

Don’t forget that neither this correspondent nor 
any other retailer is compelled to handle the article 
at all. 

As to instructing his clerks to say that “we do 
not recommend this brand,” I am not so sure. With- 
out doubt the average consumer, having that said 
to her, would conclude that in the storekeeper’s view 
the goods were not worthy of recommendation; in 
other words, there was something wrong with them. 
If that is so, the statement becomes slander and 
can be proceeded against and punished. I am 
strongly inclined to believe that no distributor has 
a right to make any such remarks about an article 
of merchandise, always provided that there is no 
foundation for it. If he is sincere in his reasons 
for not recommending a thing, then he can say it 
as many times as he likes, and the manufacturer 
cannot complain, no matter how badly he is hurt. 


NO. 2 
YorK, PA., March 24, 1915. 

Please let us have an opinion on this situation: 
We are endeavoring to introduce our goods in a ter- 
ritory where there are two large retail houses fight- 
ing each other, and between them they have got the 
price of two articles of our line down dangerously 
near to cost. We are free to admit there is no 
money in them at these prices. We are now en- 
deavoring to open up that territory and gain a wider 
distribution for our products, but we are confronted 
by the fact that the articles we are trying to intro- 
duce have been cut. A merchants’ association has 
now communicated with us and has made us the 
proposition that its members will handle the goods, 
provided we stop selling the two cutters, and they 
will then make an agreement among themselves to 
hold the price of our goods at a certain figure. We 
are to sign the agreement also, binding ourselves 
to cut off anybody who violates the price agreement. 
Is this legal? We are very anxious to do it if we 
can safely do so. 


There is no difficulty with the first part of this 
arrangement. A manufacturer can always cut off 
cutters, with a reason or without one. He is abso- 
lutely his own master in this respect. The diffi- 
culty lies with the second part. Here is an associa- 
tion composed of several members. These mem- 
bers agree among themselves not to sell an article 
below a certain figure, and the manufacturer of that 
article agrees to help them by cutting off anybody 
who breaks. At first glance that would seem to be 
as pretty a combination in restraint of trade as 


“one would wish to see. However, it depends on two 


factors: 1—Do the members of that association 
control the trade of their locality? If they do, then 
there is no question about it—it is restraint of 
trade for them to combine. If they do not, and 
particularly if they constitute but a small minority, 
then their combining I should say was not restraint 
of trade. 

2—What price are they proposing to fix? If it 
is a price that everybody would have to admit was 
no more than fair, then there is a doubt whether 
trade is “unreasonably” restrained, even though 
they completely control their territory. If the price 
is a good fat one, allowing a large profit, undoubt- 
edly there is restraint of trade if the members of 
the association control the trade of the locality. 

Copyright, 1915, by Elton J. Buckley. 





A TRIO OF BUSINESS BOOSTERS 


Window Displays of Guns and Ammunition That Have Made Good 

















A powerful hunting display built by N. P. Elufson for J. C. Mahoney, Inc., Deming, New Mexico 


popularity for this year, and they are fast 

being overhauled in the race by chafing dishes, 
cutlery and silverware for Christmas shoppers. Be- 
fore long sales of hunters’ supplies will be merely 
reminiscences. We shall be looking back on either 
realized or neglected opportunity, and we shall kick 
ourselves or pat ourselves on the back as the case 
may warrant. And in order that there will not be 
too much undue backpatting in the operation, we 
are showing three instances of what you might have 
done in the race for the gun and hunting necessities 
business. In some localities the season is too far 
gone to put this matter to use this year, but it will 
give you the material to start off right next season. 


({ von and ammunition are on their last lap of 


When N. P. Elufson built the display for J. A. 
Mahoney, Inc., Deming, N. M., that we reproduce, 
he was not satisfied in merely making it one of the 
best displays that has ever been produced on the 
subject. He decided to have a little real action in 
the window and introduced a couple of big hares. 
They do not make their appearance in the photo- 
graph. Evidently they were afraid of the camera- 
man. But they were right at home among the 
shrubbery, and added a natural touch and a little 
real life by wandering around the rocks and bushes. 
You know how a hare usually wanders. 


Painted Scenery 


The trees and leaves in the background were 
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One of the displays that brought the hunters’ business to the store of the Warren Hardware Company, 
Warren, Pa. 
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Fall display used by ‘Gump & Jones, Collinsville, Oklahoma. White rabbits were used to give 
real life to the trim 


painted like the wings of a stage, while still farther 
back through the middle opening was a drop on 
which was painted a dense wood scene. 

The center piece was an eye-catcher. You are all 
familiar with this cut-out furnished by a prominent 
firearms concern, but it is seldom that the expensive 
material furnished so liberally is put to such good 
use. The whole display was so carefully planned 
and the details so skilfully carried out that the 
result was a display that would be hard to beat. 


A Real Log Cabin 


The Warren Hardware Co., Warren, Pa., built 
a real log cabin in their hunting display. It was 
made of rough sawn logs from a sawmill nearby, 
and the roof was made of bark. Inside, the walls 
were hung with pictures and old clothes, and a bed 
of pine boughs occupied one corner. Outside there 
was a washstand, a tin washbasin, an old pail and a 
very dirty towel. The man who built that display 
has evidently “been there” and knows what camp 
towels are. The rest of the display was helped by 
natural foliage and a liberal use of manufacturers’ 


display material. It is an excellent trim for the 
concern that can boast of a large window. 

The last of the trio is a display made by Gump & 
Jonés, Collinsville, Okla. Ideas similar to those of 
both the foregoing displays have been combined 
here. There is the split-log cabin and the old tin 
washbasin, but this display has the addition of a 
tripod and an old kettle over a little fire. 

This concern used several white rabbits to lend 
action to the display and the spot of white gear the 
kettle is one of them. The addition of these little 
animals brought big crowds to the window. They 
appealed especially to the children, who carried the 
story home and gave the store a lot of free adver- 
tising. The children told also about the squirrel 
in the tree above the cabin. 

If your season is too far gone to get action on 
these ideas this year put them in your display idea 
file under the heading of Fall and make some prepa- 
ration so that they will come to your attention far 
enough ahead of next year’s season so that you can 
get the best results by having time enough for 
proper preparation. 





CHRISTMAS IN A SMALL TOWN STORE 


To saying that “Clothes don’t make the man” 

has been most commonly used as a term of mild 
derision, and as a cover for our envy of those more 
fortunate individuals who can afford a new outfit 
when we have to get along with last year’s suit. 
Clothes may not make a man, but they can be made 
a mighty help or hindrance to his success. Put a 
well-dressed man into a suit with trousers bagging 
at the knees and into shoes that are run down at 
the heels, and you pull down his efficiency about 50 
per cent. The reverse of this rule holds good both 
with men and with hardware stores. 

If ever the small town merchant has an oppor- 
tunity to bring his store out of the rut of the 
commonplace it is at the Christmas season. He 
may plod along eleven months in the year and make 
no perceptible changes in the appearance of his 
store, but when Christmas approaches it is his cue 


to “cheer up and brighten up.” A few dollars in- 
vested in holiday decorations is one of the best 
investments that any dealer can make. Aside from 
the value of the improved appearance, the presence 
of lively Christmas colors will lend enthusiasm to 
the store force and to the buying spirit of the public. 
It is a mighty lazy clerk who will allow dust to 
accumulate in the surroundings of bright and new 
holiday trim, and the eustomers who do not appre- 
ciate an occasional change in the appearance of the 
store are few and far between. 

Change in store arrangement is one thing that 
many merchants dread, and those who dread it the 
most are usually those who have the worst appear- 
ing stores. At home it is the habit twice a year 
to give the whole house a thorough cleaning, and 
change the position of the furniture so that when 
the old man rolls home about 2 a. m. he will fall 
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Exterior of Birch’s hardware store, Freehold, N. J. Toys play an important part in the Christmas 
business of this store 


over a rocking chair that he never knew was in 
the house. 

The same men who favor spring and fall house- 
cleaning at home would no more think of following 
out the. same idea in their store than they would 
of trying to sell a pair of skates to a Filipino. 
People have gone into their store and dodged cer- 
tain articles so long that they never notice their 
existence. Put the same articles where, like the 
old man, the customer will fall over them—not 
always literally—and he is forced to take notice. 

Change the arrangement of your display tables, 
substitute unseasonable goods with lively holiday 
merchandise, put the store in a new holiday attire 


of evergreen and bright Christmas decorations and 
it will have the same effect on your store as a new 
suit does on a man. 

Bertram Birch of Freehold, N. J., believes in 
carrying out the holiday spirit in his store trim. 
The following letter and the accompanying pictures 
give the attitude of a live hardware man in a small 
town. 

FREEHOLD, N. J. 
To the Editor: 

Much has been written in the trade journals 
about improving the store. HARDWARE AGE is doing 
a great work in stimulating the ambition of the 
retail merchants and their clerks to improve their 

















Mr. Birch believes in the selling power of Christmas decorations. 


This illustration shows his interior trim 


last year 
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stores, trim their windows and to aggressively push 
sales. 

It has always been my belief that the man who 

is .most concerned about filling the wants of his 
community with the best merchandise obtainable, 
in the best possible manner, never has to worry 
about his income, 
_ A very liberal education in how a store should 
look and what its policy should be to meet with 
public favor can now be gained by a man who has 
a spark of ambition, by reading two or three good 
trade journals. ¥ 

I am sending you photographs of my store which 
show my last year’s plan of decorating. The trade 
gave us the credit of having the finest store in 
town. The photographs explain themselves, except 
that the bunch of roses were given away on our 
Christmas Opening Day, one to each lady. Red 
bells, green paper festoons and palms were used in 
trimming and all were sold by the end of the 
season. 

We trust that you will find the distinctive features 
of these photographs such that they will be repro- 
duced in HARDWARE AGE at an early date for the 
benefit of any of your readers who are planning a 
Christmas trim at a minimum expense. 


Yours very truly, 
BERTRAM BIRCH. 


Free Wire Gage to Guarantee 
Fence Values 


i” used to be an easy proposition to put sand in 

sugar and get away with it. It was an accepted 
method and the amount of sand constituted the bulk 
of the profit. The only limit to the profit end was 
the amount of the dealer’s nerve. But the pure 
food law changed all that and now if we are to 
have any poison in our food the manufacturer is 
obliged to print the nature of the stuff on the label, 
even though it is hidden away and has to be sought 
with a microscope. 

But we have no law that will protect the honest 
fence makers from those manufacturers who mis- 
represent their line and who put the spot-light on 
price and keep quality or lack of it in the dark. 
It is as easy a proposition to adulterate a roll of 
fence as it is to put sand in sugar. The only differ- 
ence is that the grocer who tries the latter stunt gets 
caught and the dishonest fence man is still at large. 

Don’t get the idea from this that a dealer who 
puts out a low-priced piece of fencing is a cheat. 
There are low-priced fences on the market that are 
sold as competitive articles and serve a useful and 
honest purpose. They are sold to meet low-grade 
competition. 

But the manufacturers—fortunately they are not 
in the majority—who are running their factories 
and selling their product on a foundation of mis- 
representation are the men who should be avoided 
by the dealer who has any desire to get what he 
pays for or who believes in giving his customers 
what they suppose they are entitled to get. 

The hardware man has hard competition in the 
fence business and he is on the lookout for a fence 
that will compete against cut prices and often he 
is carried away by the price alone. He takes the 
manufacturer’s word that the product comes up to 
a certain standard, that it is made of a certain size 
of wire and often by the use of similar name or 
trademark he is made to believe that he is getting 
a well-known and advertised brand. 

In a certain kind of wire picket fence it is ad- 
mitted by most manufacturers that No. 9 galvanized 
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wire is the proper material to use. Honest manu- 
facturers use No. 9, but the dealer is often led to 
buy a fence of the supposed same gage at a lower 
price, when examination would often prove the wire 
to be half a size lighter. It seems only a trifle but 
it helps to cut costs and if the dealer wants a 
fence that conforms with definite standards he 
should insist on getting the full gage, full weight, 
full height, deep crimping, uniformly spaced pickets 
and closely woven fabric in every foot of fence he 
buys. Otherwise he is probably getting less than 
he pays for. 

The Cyclone Fence Company of Waukegan, IIl., 
has launched a campaign against fraudulent fence 
propositions. They are advising dealers to measure 
every roll of fence they buy to see that it comes 
up to specifications and are providing the fence 
dealer with a reliable wire gage, pocket size, for 
his own protection that will gage full and half 
sizes of wire. They are doing their best to educate 
the dealer to sell fence on a quality basis and avoid 
the evil results that are bound to come from the 
sale of a fence that falls short of the specified height 
and gage of wire. 





Dealers Should Have Definite 


Terms 
Cleveland, Ohio. 
To the Editor: 


From time to time I have read your valuable 
journal, HARDWARE AGE. Though I am not of 
the sales department, nevertheless I endeavor to 
keep in touch with the hardware conditions as 
closely as possible. 

I have looked over your editorial comments 
entitled “The Allies of Business Failure,” in the 
issue of Nov. 4. I observe you speak of “indis- 
criminate granting of credit as the direct ances- 
tor of retail failure.” We have always felt the re- 
tailer’s difficulty lies in the fact that he generally 
has no definitely fixed terms with his customers. 

We have a case well in point, from our own ob- 
servation and experience. A certain customer 
of ours, in the Eastern part of our territory, 
was always slow and finally found it necessary 
to sell out, and as he was an honorable man he 
borrowed the money from his family so as to en- 
able him to pay out in full, otherwise he could 
not have done it. Two young men purchased the 
stock. and they made arrangements for definite 
terms of settlement with their customers. 
Though they do a much larger business than 
their predecessor they had not more than 5 per 
cent of their year’s sales standing on their books 
at the close of the first year’s business, simply 
because they agreed on definite terms. 

This is subject matter that should deserve the 
serious attention of all the retailers and the re- 
tail hardware associations. We pass it on to you 
for further use as you may think best. 


Yours very truly, 
THE GEORGE WORTHINGTON COMPANY, 
A. J. Gaehr, Treasurer. 











W. E. Harpy, for the past 11 years connected with 
the Diamond Rubber Company and the B. F. Goodrich 
Company, and lately in charge of the sales of the com- 
pany’s mechanical rubber goods division, has recently 
been appointed sales manager of the Boston Belting 
Company, Boston, Mass., manufacturer of mechanical 
rubber goods. 


WASHINGTON NEWS 


National Defense—Revenue Measures—Shipping Bill—Stevens 
Price and Maintenance Bil] 
By W. L. CROUNSE 
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President Wilson discussing public measures with the Washington correspondents on the White House lawn 


WASHINGTON, D. C., Nov. 15, 1915. 


HE first session of the Sixty-fourth Congress 
—E will convene two weeks from next Monday. 
Already Senators and Representatives are 
gathering in Washington, either to confer regard- 
ing the business of the coming winter or to bargain 
with real estate dealers, hotels and boarding houses 
for the season’s quarters. The cost of living is a 
bit higher than it was a year ago and some of our 
Solons are much pained that the trust-busting 
legislation of the last Congress has not cheapened 
the price of board. They are likely to find before 
the winter is over that it has cheapened the quality. 
President Wilson is at work upon his annual ad- 
dress to Congress and the salient features of the 
Administration’s legislative program for the com- 
ing session have been decided upon. They will 
include a liberal increase in expenditures for the 
national defense, several important revenue meas- 
ures, a bill similar to the ship purchase measure 
defeated in the last Congress, a bill legalizing com- 
binations of American manufacturers and export- 
ers for the exploitation of foreign trade and a 
measure of some kind penalizing the dumping of 
surplus foreign products on American markets. 
Among the measures still under consideration 
which the Administration has not yet adopted for 
its own is the Stevens bill legalizing the fixing by 
manufacturers of the prices at which their prod- 
ucts may be sold. 


For the National Defense 


The fight for generous appropriations for 
national preparedness is all over but the shouting. 
What the President wants he cannot always get 
and what the people want they frequently wait for 
a long time; but what the President and the people 
both want they always get and usually they get it 
in a hurry. 

Senators and Representatives always keep a 
sensitive ear to the ground and the rumble of popu- 
lar feeling is now so loud that even an adder could 
hear the reverberations. The rank and file of our 
national legislators have already assured the Presi- 


a9 


dent of their eagerness to push the good work 
along. Senator Chamberlain, head of the Senate 
Military Committee, and Senator Tillman, who 
leads the Naval Committee, came into camp several 
weeks ago. Representative Hay, chairman of the 
House Military Committee, who hung out just long 
enough to make himself an interesting figure, fol- 
lowed the example of old Davy Crockett’s coon a 
few days-ago and came down out of his tree before 
the President could even aim his gun. 

One lone figure now looms in the opposition. 
Representative Claude Kitchen, influential chiefly 
because, through the automatic operation of the 
hoary old rule of succession, he will be chairman 
of the Ways and Means Committee in the new Con- 
gress, after a heart-to-heart talk with the Presi- 
dent, still holds aloof, swearing by all the gods he 
holds dear that no one shall induce him to vote 
away his people’s money to “make the United States 
a warlike nation.” Mr. Kitchen comes from the 
mountains of North Carolina where the boisterous, 
bristling battleship and the sly, sneaking sub- 
marine are as scarce as the proverbial hen’s teeth 
and where even the airship is unknown. 

Some of Mr. Kitchen’s colleagues are wondering 
whether he will *take a licking before he quits. 
Whether he does or not the battle is won and it 
makes little difference whether the bills are rushed 
through or fought through. They will pass and 
pass in ample time. 


Big Revenue Measures Impending 


The Administration’s legislative docket contains 
three important measures which will probably be 
taken up in order, namely, a joint resolution ex- 
tending the emergency war revenue act until after 
the close of the European war, a resolution repeal- 
ing that provision of the Underwood-Simmons act 
placing sugar on the free list May 1 next, and a 
bill authorizing a bond issue. The two resolutions 
were decided upon some time ago but the bond 
issue project is a comparatively new idea. 

Both Democrats and Republicans will favor the 
resolutions but there will be high jinks in both 
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houses before the bond bill is put through; never- 
theless, the probabilities are strongly in favor of 
its passage at the coming session. It will proba- 
bly carry money enough to meet the increased ex- 
penditures for the national defense and leave a 
few dollars to rattle in Uncle Sam’s pocket with the 
handful of loose change to which his aforetime 
handsome cash balance has been reduced. 


The Shipping Bill and the La Follette Law 


The Administration’s shipping bill will be an old 
friend in a new suit of clothes. Secretary McAdoo 
is sponsor for this measure and is now touring the 
country in the hope of stirring up sufficient senti- 
ment in its favor to secure its passage. 

The old bill was a straight out proposition author- 
izing the Government to buy or build merchant 
ships and operate them in the foreign trade. The 
new measure covers practically the same ground 
except that the Administration seeks to take ad- 
vantage of the prevailing enthusiasm concerning 
the national defense to strengthen the proposition 
by providing that the vessels to be built shall be 
used as naval auxiliaries in time of war and shall 
be constructed with that service in view. In time 
of peace they will be operated by the Government 
to carry our exports to our foreign customers. 

Secretary McAdoo’s scheme is an ingenious one 
but its opponents declare that its disguise is too 
thin to deceive any one who does not believe in 
Government ownership. 

The La Follette seaman’s law has swept the last 
shred of the American flag from the Pacific and, 
if left on the statute books, will probably drive 
Old Glory from the Atlantic as soon as the war 
is over and foreign ships can get back to busi- 
ness. President Wilson has been fully informed 
regarding the vicious character of this measure 
and it is reported on good authority that he will 
stand for several important amendments to this 
statute which may be incorporated in the Admin- 
istration’s new shipping bill, the managers of 
which hope thus to strengthen it with the conserva- 
tive element in Congress. : 


Export Combinations and. Anti-Dumping Prohibitions 


Secretary of Commerce Redfield, the Federal 
Trade Commission and the President have all given 
much thought to a project to legalize combinations 
among American manufacturers and merchants to 
extend their foreign trade and a bill of some kind 
will be prepared by the Department of Commerce 
to send to Congress with the President’s approval. 
Secretary Redfield will urge its enactment in his 
annual report and the President will probably favor 
it in his forthcoming message to the Senate and 
House. 

The majority leaders in Congress have forced 
the abandonment of Secretary Redfield’s original 
plan for an anti-dumping clause modeled on the 
Canadian statute, which imposes a countervailing 
duty on products imported to undersell domestic 
goods. The politicians in both houses fear that 
any attempt to enact a statute similar to the Cana- 
dian law would open up an endless tariff battle and 
result in no legislation. Secretary Redfield, there- 
fore, has devised a measure in the nature of an 
amendment to the Clayton anti-trust law declaring 
dumping to be a form of “unfair competition.” 

It will take several Philadelphia lawyers to figure 
out the exact effect of this purposed legislation and 
it is a great pity that the politicians have such 
a bad case of tariff-phobia that they will not imi- 
tate the direct and highly effective methods which 
for the past eight years have made dumping in 
Canada a lost art. 
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Position of Stevens Price-Maintenance Bill 


Secretary Redfield and the other business men 
of the Administration are strongly opposed to trad- 
ing stamps, premiums and other gift enterprises 
and they also regard habitual price cutting as a 
demoralizing and obnoxious practice. Whether the 
President will go so far, however, as to directly ad- 
vocate the Stevens price-maintenance bill cannot 
be stated. In any event the measure will derive 
a great deal of moral support from the attitude 
of the officials of the Department of Commerce. 
The Federal Trade Commission, which is conduct- 
ing an investigation of this interesting subject, 
will make a report in the near future and may 
possibly get its views before Congress during the 
coming session. 

Bet anything you like that the Stevens bill will 
be one of the liveliest issues of the session and 
that the measure will have a much larger following 
than. it has commanded in any previous Congress. 


Long Session in Prospect 


How long will the coming session last? Accord- 
ing to the dear old Constitution it can run on for 
fifteen months, until March 4, 1917. If the poli- 
ticians could have their way it would end before 
the Presidential conventions next. June. The 
chances are the end will come when the weather in 
Washington gets hot enough to burn up a celluloid 
collar, some time next July or August. Congres- 
sional ambition usually ebbs rapidly when the mer- 
cury approaches the century mark. 


Louis A. Safford with MceQuay- 
Norris Mfg. Company 


OUIS A. SAFFORD, well known to the automo- 
bile trade through his long connection with the 
Chilton Company as Chicago manager of the Auto- 
mobile Trade Journal, has become second vice-presi- 
dent, in charge of sales and advertising, of the Mc- 

















Louis A. Safford 


Quay-Norris Mfg. Company, St. Louis, Mo., manu- 
facturer of “Leak-Proof” piston rings. 

Mr. Safford, who is a native of Grand Haven, 
Mich., before entering the automobile field, was for 
ten years Detroit correspondent for the Associated 
Press. He then became Chicago manager for the 
Chilton Company. 
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DITOR’S NOTE: The following letter on mar- 
ket conditions by Thomas E. Oliver, president 
of Oliver Bros. Purchasing Company, New York 
City, is really a continuance of the splendid letter 
written by him for the Annual Jobbers’ Number of 
HARDWARE AGE, published Oct. 21. Mr. Oliver’s 
observances at this time are particularly interest- 
ing, and will undoubtedly be read with profit by the 
trade. 
Market Letter 1083 
NEw YorK, Nov. 10, 1915. 
A* far as steel, wire and various metal products 
are concerned, the market conditions are be- 
coming more aggravated, due largely to the demand 
for war supplies, although it is evident that do- 
mestic industrial conditions are gradually improv- 
ing in @ general way, and that the export demand 
of a regular mercantile character is growing 
steadily. 

Within the past week the entire market has as- 
sumed a firmer tone, with further price advances 
on various steel, wire and metal products, and all 
indications point toward still higher prices on ma- 
terials of the kind, including those that have al- 
ready advanced substantially, and it seems safe to 
anticipate advanced prices on a large variety of 
manufactured steel and wire products in particu- 
lar. The price advances are reaching out in every 
direction, and it is impossible to keep up with them. 
Many manufacturers are withdrawing from the 
market, and proposing to quote only on specified or- 
ders or inquiries without options. 

It is now a manufacturers’ market, buyers beg- 
ging for deliveries, and, in many instances, paying 
premium prices for reasonably prompt shipments, 
and we fear that many jobbers .do not fully com- 
prehend the situation; that is, the trouble con- 
fronting them in obtaining deliveries of many 
staple or standard lines, and, history repeating 
itself, the manufacturers side-tracking low priced 
orders for the greater benefits derived on later and 
higher priced ones. 

We intend no reflection on reputable manufac- 
turers who abide by their agreements, but we have 
been through this thing before, and so have many 
of our clients, therefore we feel sure that this note 
of caution is not misplaced. 

On steel, wire, copper, brass, aluminum, and, 
perhaps, lead products we advise anticipating your 
requirements and keeping behind the manufac- 
turers for deliveries, for the end of the war is not 
yet in sight, and while the war lasts the present 
situation in the steel and metal trades will probably 
last, and, perhaps, become more intensified. 


A Famine Market in Sight 


We appear to be running into what is commonly 
termed a “famine market” as far as the cruder ma- 
terials are concerned (billets, bars, wire rods, etc.) 
The demand for unfinished steel of this kind is 
running in excess of the supply, the mills operating 
at full capacity, and the outlook favoring such con- 
ditions for a long time to come. True, this situa- 
tion is due largely to the war, but no one studying 
European conditions can see even the beginning 
of the end of the war, and even though a peace con- 
ference should be arranged for, the American man- 
ufacturers contracts for munitions, or the unfin- 
ished steel ordered in connection with them, are 
irrevocable. 


GENERAL MARKET CONDITIONS 


By THOMAS E. OLIVER 


62. 






The unfinished steel is not handled by the job- 
bers or dealers to any great extent, therefore their 
special interest is in manufactured steel, or fin- 
ished products, and this means a large variety of 
items stocked by the jobbers of hardware and kin- 
dred supplies. 

It will be observed that the fundamental condi- 
tions, the elements of supply and demand, 
strengthen the position of the unfinished steel pro- 
ducers, but not so much so with the great majority 
of those turning out manufactured steel, bolts, 
nuts, chains, rivets, etc., etc. 

The manufacturers of finished products are 
obliged to advance prices largely because of the 
price advances on the unfinished steel, and, in many 
instances, the increased cost of labor, and they are 
thrown behind in deliveries not on account of the 
plant capacity being taxed with orders in hand, 
but because of the trouble in obtaining supplies of 
unfinished steel, and, as time goes on, and other 
countries are drawn into the war, the labor ques- 
tion is likely to become more serious in this re- 
spect, for, as we have stated in former letters, the 
great increase in emigration and decrease in immi- 
gration is seriously affecting labor conditions in 
this country, and if industrial conditions were 
more like normal, with the present enormous de- 
mand for war supplies, the labor situation would 
now be even more serious than it is in its effect 
upon production costs and deliveries. 


Price Advances Warranted 


te 

The largest steel producing companies, those 
turning out billets, bars, wire rods, etc., are fully 
warranted in the price advances they have made, 
and worthy of commendation for steadying the 
market in the face of an abnormal demand at home 
and abroad, making the advances consistently and 
deliberately, but it seems to us as though many 
manufacturers of finished products are losing 


‘ their equilibrium, advancing prices out of propor- 


tion to the increased cost of materials and labor, 
while the demand for their products is far below 
their normal plant capacity, and not taking full 
account of the future. The greater and more un- 
reasonable the price advances the greater the check 
upon legitimate industries, building and construc- 
tion work, for instance, and the more unsettled the 
market at the conclusion of the war. 

To repeat, the unfinished steel producers are 
favorably affected by the war, and so are some 
few of the producers of manufactured steel, espe- 
cially machinery and machinery supplies, but we 
venture to say that the majority of the manufac- 
turers of finished products are adversely affected 
by the war, because of the check upon the indus- 
tries consuming their materials. 

In expressing these views we have the map of 
the United States in mind, not the local situation 
with those profiting by the high prices and large 
demand for certain agricultural products, or in cer- 
tain manufacturing districts. 7 

We are hoping that the manufacturers in general 
will hold their prices within reasonable bounds, so 
that the market may continue steady, that those 
whose plants are not operating at full capacity, or 
anything like it, will not become intoxicated with 
the atmosphere surrounding some of their more 
fortunate neighbors, for in view of the abnormal 
demand in some quarters for war materials, the as- 
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toundingly high prices for steel and metal products 
(in view of the check upon industrial conditions) 
and the fictitious stock market conditions, it is 
hard to reason anything but a serious reaction at 
the end of the war, at least for a period thereafter. 
In fact, this view is responsible for the shortage 
of materials in many plants, the manufacturers not 
being willing to stock up heavily on materials at 
the prevailing high prices. 


National City Bank’s Statement 


In this respect the National City Bank’s Novem- 
ber circular points out that “the situation cannot 
be regarded as squared for permanent prosperity 
while these war conditions prevail, that foreign 
trade development in new quarters is relatively 
small, that there are no large undertakings in sight 
at home, and that it is difficult to conceive of any 
sound and permanent revival of business without 
the leadership of the railroads in the way of ex- 
tensions, improvements and equipment, and that 
it is not yet clear how the switch can be made from 
the present abnormal activities (meaning those re- 
sulting from the war) to other activities without 
the confusion, unemployment and unsettled values 
that usually accompany such a movement.” 

As for metals, aluminum, antimony, copper, 
brass, spelter, zinc, lead and tin, the situation is 
somewhat similar to that of steel, except that the 
producers of manufactured metals have been regu- 
lating their selling prices more in harmony with 
the demand and the increased cost of materials and 
labor, and there is another distinction in the fact 
that the abnormal demand for metals started well 
in advance of the large demand for steel, and while 
steel prices have advanced steadily, without any 


63 


suggestion of a reaction at present, the prices of 
metals, with the exception of aluminum and an- 
timony, have receded materially from the high 
water mark of prices in June last, and then again, 
while the metal market has become firmer of late, 
and the current prices are higher than those re- 
cently ruling, it is quite a question if the great in- 
crease in production of copper, zinc and spelter 
will not place the supply in excess of the demand 
from now on, and, as you know, brass is a com- 
position of copper and spelter, and galvanized ma- 
terials are composed largely of spelter, and spelter 
is produced from zinc ore, which is plentiful, and 
sheet zinc prices are regulated by spelter prices, 
yet it is very clear that the prices of these metals 
will advance further before they decline again. 

The demand for lead has been increasing, largely 
for war purposes, but expert metal men still esti- 
mate the production of lead as exceeding the de- 
mand, and yet the lead producers, like the copper 
producers, have the market well in hand, therefore 
the future of the market is somewhat of a problem. 

It is a simpler matter to forecast steel market 
conditions, for while the market is at times manip- 
ulated, the law of supply and demand governs the 
situation more strongly, whereas the metal mar- 
kets are more notoriously manipulated by unprin- 
cipled stock market gamblers. 

Regardless of all logical reasoning, however, the 
general situation is becoming more unfavorable to 
the jobbers and dealers, for it is evident that they 
are meeting with greater and greater trouble in 
obtaining reasonably prompt deliveries of steel and 
metal products, especially those obtained from steel 
bars, wire rods, and copper and brass rods and 


plates. 

















A window trim made by H. B. McCay, featuring fireplace fixtures 


Featuring Fireplace Fixtures 


HIS window trim was used by H. B. McCay, 
Bozeman, Mont., to feature fireplace fixtures. 
The easy chair, the smoker’s stand, the lamp and 
even the bulldog are introduced to help out the idea 
of the solid comfort to be derived from an open 
fire. The idea is first class, but somehow the back- 


ground seems hardly in keeping. Those little bows 
should not be used in connection with the decanter 
and glasses on the shelf. A plain background, 
preferably of wall paper or wall board, would give 
the trim the appearance of a room, and help greatly 
in its appeal. That would be our only criticism, 
except perhaps the lack of a neat showcard, of an 
excellent window idea. 
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Efficiency treme the idea of purely scientific methods 


OR a people whose household gods are 
HK those of common sense and sober 
judgment we are strangely given to 
waves of enthusiasm over subjects that often 
fail to commend themselves to our belated re- 
flections on the cold gray dawn of the morn- 
ing after. Possibly this is so because of our 
‘keen interest in all things progressive and 
up to date, and our eager imagination that 
sees great possibilities in ideas that often 
prove mere iridescent dreams. Be that as it 
may, it is a sure thing that hard headed 
business is often for the nonce an easy vic- 
tim of many of those ingenious schemes that 
promise such immeasurably better things 
both of commercial ways and human nature. 
Just now and for some time the shibboleth of 
such potency in the business world is that 
of efficiency. Our good sense recognized at 
once the unquestioned value and scientific 
nature of the idea when properly applied. 
But the trouble was, both then and now, that 
we did not always know the real thing when 
we saw it, and consequently went, and still 
go, far afield following after pure imitations 
and pretense. Generally in life there exists 
two classes, those who can do things and can- 
not tell about them and those who cannot do 
things but can talk about them. And we 
have fallen much under the sway of this lat- 
ter class. 


Usually at best they are students from 
the outside, and at worst they are mere 
fakirs. The outside point of view is always 
worth while and often invaluable. For it 
frequently has a perspective that we do not 
attain because we are too much in the rut 
of daily routine. But likewise it clearly has 
its limitations and they are usually the lack 
of practical experience. In a complicated 
business, such as that of hardware, the best 
that can be hoped from the outsider, either 
the amateur or professional exponent of the 
ways of efficiency, are criticisms as to how 
things are being badly done and suggestions 
as to how they should be improved. In some 
institutions there has been carried to an ex- 
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of efficiency worked solely on psychological 
methods. Inevitably there came the clash of 
theoretic principles that failed to take into 
account either human nature or the peculiar- 
ities of the business. What is really needed 
is usually that outside point of view that 
questions every way or method. That does 
not accept a plan because it has always been 
so. That asks only for results. But all these 
things to be applied must be supplemented by 
a practical knowledge of the business itself, 
and that knows and understands the limita- 
tions of all schemes and all plans of reform. 


Efficiency is in itself largely the applica- 
tion of common sense, science and experi- 
ence, and especially of that questioning spirit 
that takes nothing for granted but always 
has to be shown as to the actual results of 
every method. The more direct the ways 
the more simple the methods, and the less 
the use of elaborate system the surer the 
tangible results. 


The Psychology of Business 


pean war there was a spreading feel- 

ing among the business world in gen- 
eral that its warfare was accomplished and 
the end of its long drawn out troubles near 
at hand. Fundamental material conditions, 
especially those of agriculture, were sound 
and gave promise of further improvement. 
Most potent and significant of all was the 
spirit of optimism prevalent wherever men 
were in touch with natural conditions and 
where commercial vision was not blurred 
and distorted by artificial environment or 
disappointed self-interest. 


igs prior to the beginning of the Euro- 


For seven long, weary years the world of 
commerce was in the throes of social, eco- 
nomic and political turmoil and upheaval. 
The distrust of and hostility to those in high 
places had become almost a popular obses- 
sion. The spirit of reform and reconstruction 
must always be more or less destructive in 
its first effects. The constructive period can 
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only come on the ruins of the out of date and 
useless edifices. Such has always been the 
nature and method of great revolutionary 
movements and probably always will be. 


The plaint that these history-making 
epochs should be conducted soberly, advisedly 
and in the fear of the Lord may help to illu- 
minate an academic discussion but scarcely 
serve any practical purpose. 


It is a somewhat trite axiom that nothing 
is so timid as capital, and, it may be added, 
nothing so uncomprehending of the real pur- 
pose and intent of popular thought in trou- 
blous times. Those who had were much 
given to apprehension as to the ultimate in- 
tentions of those who had not. It mattered 
not whether these fears were real or as- 
sumed, the result was the same in either 
event. Enterprise and development do not 
flourish in the midst of political and social 
alarms, so that the exploitation of our great 
undeveloped resources waited expectant upon 
the return of mutual confidence between 
those who worked and those who furnished 
the sinews of. war. 


It was inevitable that in time there would 
come a lessening of the white heat of public 
righteous and otherwise indignation against 
the malefactors in high places and all those 
whom it included in far reaching condemna- 
tion. So there came and still obtains that 
period which is styled one of safe and sane 
judgment, or else reactionary according as 
to one’s mental bias and point of view. 


There had naturally come to pass a grad- 
ual better understanding between those 
hitherto far apart in social and economic 
matters, and this change of conditions and 
sentiment seemed as a prelude to a revival of 
commercial activity on a safer and more 
wholesome financial and economic basis than 
had been known before. And all because 
much agitation that seemed without form 
and void was fast crystallizing into a new 
world of national life. Then came the Euro- 
pean war, and the labored fabric of hope and 
optimism fell into sudden and general ruin. 


It was not so much the material wrecks, 
the stoppage of imports and exports, and the 
dislocation of credits, but a mental shock 
which persevered long after the shattered 
commercial fabric had mended and was 


nearly whole again. To the world of think- 
ing men and women there had been given 
visions of a lasting peace and of social ad- 
vancement such as had never been vouch- 
safed to previous generations. All European 
Christianity and civilization, all the high 
flown hopes of the dawn of a to-morrow, 
seemed to break down in utter collapse, and 
each day merely marked a further re- 
crudescence to primitive savagery. The 
brooding horror of the titanic conflict para- 
lyzed every form of social and economic life. 
In common with the animals, we share a 
dread of the unknown and the non-under- 
stood. If this incredible and impossible thing 
had actually happened there was nothing 
else that might not befall us. Therefore it 
behooved every branch of commercial life 
to make no ventures nor commitments save 
those dictated by daily needs and necessities 
and to sit tight in extreme conservatism, 
fearing what might come to pass. Singu- 
larly and yet naturally enough this feeling 
and apprehension were as widespread as the 
country and held sway in every rank of life. 
It was as tense in the grain growing sections 
where crops were good and prices were re- 
munerative as in those portions of the South 
where cotton was all and no market for it 
save at ruinous rates. It was small wonder 
therefore that as the weary months dragged 
their slow length along that unemployment 
grew and business declined. But fortunately, 
and unfortunately, human nature in time ad- 
justs itself to new conditions. So not only 
have we become callous to the universal hor- 
ror but our energies have sought relief else- 
where in constructive thought and action. An 
unprecedented harvest gave the needed im- 
pulse and a chastened and sobered but re- 
juvenated public thought seems destined to 
furnish the reason and answer to the travail 
that we experienced during the past decade. 
The general assurance that a far reaching 
prosperity is most imminent is the best 
presage of its coming. The hope and thought 
of the times are for the things of accomplish- 
ment, not along the lines of the past, but cast 
in the ways that we have learned through 
stress and struggle. Prophecy was never so 
difficult as at present, but of one thing we 
may be sure. That we are facing new and 
untried ways and conditions, but that the 
Delectable Mountains of widespread general 
welfare and of social and economic accom- 
plishments lie clearly ahead of us. 
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Charles Alexander Huff Dead 


HARLES ALEXANDER HUFF, for many 
years connected with the old-established firms 
of the Biddle Hardware Company and the Supplee 

















Charles Alexander Huff 


Hardware Company, and recently with the Supplee- 
Biddle Hardware Company of Philadelphia, Pa., 
died at 3.20 p. m. Friday, Nov. 12, aged sixty-two 
years, at his late residence, 3823 Brown Street, 
Philadelphia. 

Mr. Huff’s loss will be deeply felt by every one 
connected with. the hardware business, as he was 
widely known and had for many years been asso- 
ciated with various hardware organizations, where 
he came in contact with the hardware trade in all 
its branches. His death will also be a great blow 
to his associates in all walks of life, for he was a 
man who made hosts of friends. 

Mr. Huff’s hardware career began with his em- 
ployment by the Biddle Hardware Company, May 
16, 1870. He joined this firm as an order clerk, 
and when he left nineteen years later he was as- 
sistant buyer. 

Under date of March 18, 1889, he was engaged 
by the Supplee Hardware Company to take general 
charge of pricing orders and keeping salesmen 
posted. He also handled his own trade, since he 
had many customers of whom he continued to take 
care until the last. 

When the two firms of the Biddle Hardware 
Company and the Supplee Hardware Company con- 
solidated, it seemed to Mr. Huff that he was return- 
ing home, in moving into the enlarged quarters at 
the old home of the Biddle Hardware Company, for 
the memories of his nineteen years’ association 
with that firm were still warmly cherished by him. 
_ Mr. Huff’s general knowledge of all lines of hard- 
ware was invaluable to his firm, for he was un- 
doubtedly one of the best posted men in this sec- 
tion of the country. His brother, Frank W. Huff, 
is still connected with the Supplee-Biddie Hard- 
ware Company as manager of the dock department. 

Mr. Huff was at one time leader of the Fort- 
nightly Club, of which he was an active member 
up to the time of his death, and was also for many 
years in the choir of the Thirteenth Street Meth- 
odist Church of Philadelphia. He-~ belonged to 
many fraternal organizations. 


Hardware Age 


Charles M. Kane, Benedict 


R. AND MRS. NEEDHAM B. PULLIAM have 

announced the marriage of their daughter 
Gladys to Charles M. Kane, who is well known in 
the hardware trade as manager of the Peden Iron 
& Steel Company’s wholesale business in San An- 
tonio, Tex. The marriage occurred on Tuesday 
evening, Nov. 9, at the home of the bride in Uvalde, 
Tex. The young couple will be at home in San An- 
tonio after Dec. 1. There are few men in the hard- 
ware business who have made more remarkable or 
deserved progress than Charlie Kane, and the hard- 
ware fraternity joins with HARDWARE AGE in wish- 
ing Mr. and Mrs. Kane a world of happiness and 
abundant prosperity. 


Cleveland Association Dines 


HE Cleveland Hardware Dealers’ Association, 

Cleveland, Ohio, changed its regular monthly 
meeting on Nov. 12 to a banquet at the Colonial 
Hotel in order to bring out a large attendance and 
to stir up interest in the coming Ohio State con- 
vention in Cleveland. An interesting address along 
the line of association work and co-operation end- 
ing with a boost for the State convention was made 
by Harry G. McGrath, president of the Ohio asso- 
ciation. An address was also made by Dr. George 
B. Hopkins on “Human Slavery.” It was decided 
to hold another banquet at the time of the next 
monthly meeting, and in this the ladies will par- 
ticipate. 


Obituary Me 


MICHAEL T. HORNER, president of the Jones Hollow 
Ware Company, Baltimore, Md., died recently, in his 
sixty-first year. He was born in 1854 in Baltimore and 
was graduated from the Chester Military School, 
Chester, Pa. He was one of the organizers of the Jones 
Hollow Ware Company, and became president in 1889. 
He is survived by a widow, three sons and two daugh- 
ters. 


GEORGE E. ALLEN, a resident of Winooski, Vt., died 
at his residence on Franklin Street, of heart disease, 
in his sixty-fifth year. Mr. Allen started in business 
in 1885 with C. H. Shipman, who retired from active 
business a few years ago, Mr. Allen continuing until 
his death. 


G. D. Peck, founder of the Peck Hardware Com- 
pany, Rushville, Neb., died at Los Angeles recently. 
Mr. Peck was born in New York, and retired after 
many years in the hardware business. 


A. J. HAYNE, a pioneer hardware merchant, who con- 
ducted a store at Twenty-fourth and Lake Street, 
Omaha, Neb. died recently. He was fifty-five years 
old, and is survived by his widow. 


WARREN M. HILL, treasurer and director of the Na- 
tional Tack Company, Boston, Mass., died suddenly at 
his residence 40 Fenway Street. Mr. Hill was born 
in Boston fifty-two years ago. A widow and two daugh- 
ters survive him. 


THEODORE S. WHITFORD, aged 75, of Ypsilanti, Mich., 
died at his home. He established a hardware business 
nearly 40 years ago, retiring only recently owing to 
ill health. 


THE IVER JOHNSON’S ARMS & CYCLE WoRKS, Fitch- 
burg, Mass., announce the sudden death of Mrs. Iver 
Johnson, their trustee. . 





A Tender Conscience 


| gwen and Minnie were two little girls who had 
been very carefully brought up. Particularly had 
they learned that they must never tell a lie—not even 
a “white” lie—nor deceive any one. 

One day these small girls met a large cow in a field 
they were crossing. They were much frightened and 
stopped, not knowing what to do. Then said Minnie: 

“I know, Molly! Let’s go right on and pretend we’re 
not afraid of it.” 

But Molly’s conscience was wide awake. 

“Wouldn’t that be deceiving the cow?” she objected. 
—Exchange. 


Forgotten Since 


HE man had been hailed before the magistrate on 

some trivial charge. 

“Let me see,” said the judge. “I know you. Are not 
you the man who was married in a cage of man-eating 
lions?” 

“Yes, your honor,” replied the culprit. 

“Exciting, wasn’t it?” 

“Well,” said the man judicially, “it was then.”— 
Ladies’ Home Journal. 


The Natural Finish 


The Sunday school teacher put to her class a num- 
ber of questions touching the history of the cities men- 
tioned in the Bible. 

“What happened to Babylon?” was the first query. 

“It fell,” said one boy. 

“And what became of Nineveh?” 

“It was destroyed.” 

“And what of Tyre?” 

“Punctured !”—Exchange. 


Fortune’s Favorite 


IRST COSTER—Well, poor old -Bill’s gone. 
Second Coster (scornfully)—Poor, indeed! Luck- 
iest bloke in the market. Couldn’t touch nuffink wifout 
it turned to money. Insured ’is ’ouse—burned in a 
month. Insured ’isself again’ haccidents—broke ’is 
harm first week. Joined the Burial Serciety last Toos- 
day, and now ’e’s ’opped it. I call it luck.—Tvtt-Bits. 


Deadlier Than Usual 


6¢T UNDERSTAND that all the warring nations find 

I that women are perfectly able to make shrap- 
nel.” 

“T’ll wager they make it in their own way, however. 
One cupful of gunpowder, one cupful of nitroglycerin, 
a pinch of fulminate, and go on.”—Louisville Courier- 
Journal. 


Fewer Then 


¢<IT\HE Bible tells us we should love our neighbors, 


said the good deacon. , 
“Yes, but the Bible was written before our neighbors 
lived so close,” replied the mere man.—Philadelphia 


Record. 
Optimistic 
> geese ve knocked the spike orf of ’is bloomin’ 


’elmet—’e’s took the top orf o’ my bloomin’ ear— 
and it’s my shot next!—London Opinion. 


Heaven’s Menu 


| Pipi nden Edmonia’s conversation is deeply tinged with 
theology, for she has been brought up in an old- 
fashioned Presbyterian family. One day there was a 
violent storm—with thunder and lightning. After a 
particularly blinding flash, accompanied by a tremen- 
dous reverberating crash—the kind which in that part 
of the country is so apt to mean that the big oak in the 
front yard has been struck—little Edmonia came sidling 
up to her grandmother—“Granny,” said she, “we are 
all going to be deaded and—I don’t like milk and 
honey.” —E xchange. 


The Other Cheek 


66 Pe esteemed contemporary says that in reciting 

‘Sheridan’s Ride’ at the Methodist church fes- 
tival last week we looked and acted like a jackass. We 
could retort in a way that would embitter the man’s 
whole future, but we have learned to pass such things 
by. Suffice it to say that he is an infernal liar and 
a crawling scoundrel.”—From the Leesville (Col.) 
Light. 


Had to Earn It 


66 SEE you have inherited $100,000 from your 
Uncle Pete, Chollie,” said Jorkins. 

“Ya-as,” said Chollie, wearily, “but of course the old 
hulks had to tie a string to it. It’s all in bonds, and 
I cawn’t get a cent on ’em without cutting off a lot of 
blooming coupons.”—Exchange. 


Got Him 


E (as the team goes by)—Look! There goes Rug- 
gles, the half-back. He’ll soon be our best man. 
She—Oh, Jack! This is so sudden!—Harvard Lam- 


poon. 


Rarified 
¢¢Q1O your son’s in college, eh? 
night oil, I s’pose?” 
“Well—er—-yes; but I’ve an idea—er—that it’s gaso- 
line.” —E xchange. 


Burning the mid- 


Fifty-Fifty 
|e ep ae goes the honestest girl in the world. 
She—How’s that? 
He—She won’t even take a kiss without returning it. 
—California Pelican. 


A Long Shot 


| ageing been drinking. 
breath. 
Pa—Not a drop. I’ve been eating frog’s legs. 
you smell is the hops.—Harvard Lampoon. 


I smell it in your 


What 


The Modern Woman 
OKUS—Who was the best man at Susie Strong- 
mind’s wedding? 
Pokus—There seems to be a suspicion that Susie was. 
—Ezxchange. 


Too Harsh 


6¢¢¢\H, doctor! I do hope you'll let father smoke again 
soon. We simply can’t get a cent out of him!” 
—Judge. 
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PUBLICITY FOR THE RETAILER 


Christmas Ad with Broad Appeal—Trade-Getting Circular—Snappy 
Single Column Sale Ads 


In Which Good Advertising Judgment Was Used 
No. 1 (4 cols.x 16% in.).—Here’s a mighty at- 
tractive Christmas ad used last season by Treman, 
King & Co., Ithaca, N. Y. In selecting the gifts 
Aluminum Specials 
We.Offer the Following Items at Special Prices 
While They Last. 








Percolators 
8 Cup, Octagon Shape, High Grade, Ebony finish handles, 
Regular value $2.25, special............... $1 25 





atti 
Nested Sauce Pan Sets ‘St of tines pane consisting of 1 1% and 3 quart pans, $1.00 


Heavy Metal, regular value $1.50, special price......... 





2 Quart Double Boiler, all handles carefully riveted; Nick- 

Cereal Cooker eled steel handles. Regular value $1.75, special price... .. $1.25 
9 inch, Beautifully Polished, wilt mot buckle nor warp; 

Gast Fry Pan ian Sasdien; augulan webub $1.65, special price... .... $1.00 


With Aluminum cover: 6 quart, patent ears, which permits the handle 
to remain upright when kettle is in use, preventing the $1 00 
handle from getting hot ; regular value $1.40, special price ., 

No. 8, with Cast Spout and Ebony finish handles, seamless ; 
Tea Kettles regular value $2.25, special price.............--eeeeeee> $1.25 
Pats 1% quart, Welded Spout, Highly finished» Ebony finish 
Tea Handle: regular value $2.00, special price $1 -00 


Preserve Kettles 
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GUARANTEE 
Every piece of Great Northern Quality Brand Pure Alummum is posi- 
tively guaranteed to wear for twenty years. If any piece does not, the 
person having purchased same can return it to dealer and exchange it for 
another piece at our expense. 





SEE QUR WINDOW DISPLAY 


LUBBERS HARDWARE CO. 
The Third Avenue Hardware 


No. 2—A good piece of publicity 


featured in this announcement the writer was 
guided by the thought of appealing to the entire 
family rather than to a certain member of the 
household. As a result, this ad interests the house- 
wife, the men folks and the kiddies. Get this 
broad appeal in your Christmas publicity for this 
season. Then the whole family can gather ’round 
your ad and work out the holiday gift problem. 
Don’t let your Christmas advertising get in too 
narrow a groove—you’ve got articles that appeal 
to every one—make the fact known to every one. 
Two snappy catchlines appear at the top of this ad— 
remember them. Note also the Christmas flavor 
given to the ad at the start—the catchlines, the 
“open evening” paragraph and the Christmas cut 
unmistakably stamp the announcement with the 
holiday spirit. The box arrangement here is excel- 
lent—enables the dealer to present many articles 
without a hint of confusion. Great scope is given 


to the ad by the panels containing listings—in 


this manner 46 gift suggestions are made aside 
from the detailed presentations. Very little text 
is used here, but that little is worth reading over— 
it will give you an idea or two for your Christmas 
copy. 
It Made New Customers 

No. 2 (8% in. x11 in.).—This circular just re- 
ceived from Roy R. Lubbers of the Lubbers Hard- 
ware Company, Sheldon, Iowa. Originally, this 
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circular appeared as an ad, and in this connection 
Mr. Lubbers states that in his opinion the printer 


- should have used the fancy border which was used 


on the newspaper ad. Mr. Lubbers is correct in his 
judgment. The circular needs a binder in shape 
of a border of some sort—the set-up is effective 
but too ragged to be used without .an inclosing 
rule. These circulars were distributed to all the 
houses in town and mailed to farmers not in the 
habit of trading at the Lubbers store. As a result 
new customers were made—persons who had never 
been inside the store before. We like the set-up 
of this ad very much. One small improvement 
suggests itself, however, and that is the use of a 
brace on each side of the descriptive copy—this 
would pull together the display and copy and better 
separate each item. This set-up is very effective— 
it permits of the listing and description of a number 
of items in limited space and without any jumbling 
whatsoever. The heading and sub-heading are both 
good. Our copy suggestion would be to utilize the 
space opposite the cut by inserting a small block 
of text pointing out the desirability of owning 
aluminum ware, its cleanliness, safety, neatness and 
durability. The guarantee, by the way, takes care 
of the last mentioned point very effectively. But 
the opening block of copy is important for the 
reason that not so very many people appreciate the 
great advantages of aluminum ware. Otherwise, 
the circular is a good piece of publicity and we can 
understand why it got results. 


“Uncle Si” to the Front Again 


No. 3 (2 cols.x 4 in.).—The Blakey-Clark Hard- 
ware Company of Ennis, Tex., send us this ad for 
our criticism and suggestions. Advertising charac- 
ters have established their value time and again, 
and here the character ‘Uncle Si” is eminently fitted 
to discourse on saws—Simonds in particular. Uncle 
Si talks guarantee in this ad, and the Simonds 
guarantee enables him to talk strong enough to 
satisfy the most doubting of doubting Thomases. 
There isn’t anything about such a guarantee that 
we can criticize,-and the make-up of the ad looks 
good, too, so if it didn’t produce, the trouble is 
somewhere else along the line. “We carry what 
you want” strikes us as a happy slogan. 


Note 








Uncle Si Says: 








**There’s a guarantee that goes 
with every SIMOND'S SAW that 
I like to read over now and then. 

It goes this way: 
- ‘If at any time the user of a SI- 
MOND’S SAW finds anything wrong with it, he’s got a new 
saw coming, or he can get his money back. You’re the man 
that’s got to be satisfied. You can’town.a SIMOND’S SAW 
and be dissatisfied.’ 

‘ Pretty good English, ain't it? But then the SIMONDS is 
sd good that it can stand a strong guarantee like that. 

“You know where they sell them, don't you?” 


BLAKEY-CLARK HARDWARE (CO. 


| We Carry What You Want S. Main Street 





























No. 3—Advertising sg have established their 
value 
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Our store is 100 Per'Cent in N 

















wr cn Glad we Bees ee, teagan Ole ee readiness for the “Eleventh JJ 
— Though You Do Not Care to Buy. Hour Shoppers” ) 
Our Christmas . 

“Sporting Extra” 3 

$9.00 and $8.50 yj 





Mackinaws $6.50 ) 


Beautiful ‘‘Northland’’ Mackinaws, made by Patrick 

. of Duluth—the ‘‘Master-maker’’ ; Warm, Stylish, -Wear-- 
proof and Weather- proof. 

‘*Norfolk’’ or ‘‘Shawl Collar and Belt’’ styles; Red Y 





and Black, Brown and Black, Gray and Black Plaids. 
ALL SIZES—MEN OR BOYS. 

















| Always Remember | J 


| the Beautiful 


2 COMMOUNTITY « 
, Aamiatin Household SILVER, 
: Utensils That Spell noes — 
N 









66 oye, 99 **Sterlings Only Rival.’’ 

the word ae Utility Choice gifts of ‘‘Com- 
munity Silver’’ in single 
pieces, sets, or-magnificent 








Aluminum Ware Fireless Cookers 
Enamel Ware **Dockash’’ Ranges chests. 
Coffee Machines Steak Planks Ithaca’s Greatest Showing 
Baking Dishes Pereolators of ‘‘Community."’ 
Waste-Baskets Fruit Baskets 
\ Bon-Bon Dishes Casservles 
Nickle Toast Holders Baking Dishes 
Mahogany Trays Chafing Dishes : ; 
Glass Trays Tea Ball Pots Carving 
\ *‘Guernsey’’ Brown White-lined Earthenware. Sets 
Our Housefurnishing Department is Filled with 
/ a Host of Other Beautiful, Useful Articles. 75¢ to $25 




















. ° “ 
Over 250 kinds | | Fire-Place Fixtures - 
° A Lasting Present 
of knives ; Let your gift be one for the fire- 
From the boy’s 25¢ knife with ° on cuhiaoe ccetaea could and yj 
chain, up to the beautiful “‘Elk”’ Ours is, we believe, the one com- ‘kK k 8 ? 

‘and ‘‘Shriner”’ -knivés, the pearl | | plete stock of fire-place fixtures in arna rass \ 
knives with scissors, sand the won- Ithaca, showing beautiful patterns, \ 
derful engraved and inlaid knives satisfactorily priced. Offer an exceptionally choice. se- 
from abroad. ‘Suction ee lection of gift things, including: y 

260 to $5.00. 8 
Basket Grates . * Jewel Cases Clocks N 
Jardinieres Vases 
a | : Desk Sets Ash Trays 
Fire Place Sets (# Calendars Table Bells 




















Presents for the Sportsman --- be he Hunter, 
Fisherman, Golfer, Tennis Player, Motorist, or 
just an “Out-Door” Man 


SWEATERS—$4.00 to $8.50 MACKINAWS—$4.50 to $12.00 
(Ithaca’s Greatest Showing in These Two Lines.) 


Tennis Rackets, $1.00 to $3.00. Thermos Bottles, $1.50, $2.50. 


Drinking Cups, 15¢ to $1.00. Sheep-lined Coats, $6.50 to $15.00 
Fishing Coats, $2.50. Leather Coats, $9.50 to $13.50. 
Hunting Coats, $1.25 to $7.50. Fishing Reels, 10¢ to $7.50. 





Bicycles, $18 up. 
Gun Cases, 50¢ to $8.00. SKATES, SLEDS, SKIS, SKATE 
Shell Cages, $2.00 to $4.50. SHOES, HOCKEY STICKS, Etc., 
Hunting Knives, $1.00 to $4.00. _ FOR BOYS AND GIRLS 

Safety Axes, $1.50 to $2.50. 

















Shot Guns, $5.00 up. 
Riffes, all kinds. 


Compaen, ome | | FYeman, King & Co. 





























No. 1—The whole family can gather ’round your ad and work out the holiday gift problem 
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HAS TEMPER 


A SIMONDS SAW has a more uniform 
temper than you can get in most any 
other saw. And every one of its teeth 
is given a needle-pointed sharpness that 
bites deep and sure. We're anxious to 
help you select just the SIMONDS : that 


you need ae ee net 


BLAKEY-CLARK HARDWARE COMP’Y. 
[teatime 

















No. 4—Ingenious combination of rules 


Rules Give Strong Display 


No. 4 (2 cols.x4 in.).—Another ad from the 
Blakey-Clark Hardware Company. A most attract- 
ive set-up has been secured by the ingenious com- 
bination of rules. The ad is small and merely a 
few points are made, but these are clearly made 
and are more effective than more of a story not so 


34th Weekly 
SALE 
“SAVE THE DIFFERENCE” 


Friday, Sept. 17 to 24 
Fancy Shopping Baskets 


yh colors; regular prices from 45c 
Choice, 39 Cents 
Pluro Silver Polish 


‘32d Weekly 
SALE 


‘SAVE THE DIFFERENCE” 


| FRIDAY, SEPT. 3 to 10 
INCLUSIVE 


Our Cash Register Tickets Save 
You 5%. Get the Habit. 


CANNING SUPPLIES 








Mason Jars, Pints, The instantaneous cloaner. A Mg 

Peer ee Cc mop By rh, tiling, etc. 
grat omen Above Dates, 10 Cents 
Part ee 
gr Poutiopieges 7 

 Slanting Dial Family Scale: 
"Compl 24 bana Sh 4 95c 

— ete : Pp, 

RTOS” A Hates = 

Ale Scoop, 80c 


— Lined fron — Kettles 
“:. 45¢|"“2" 75¢ 
"a: BSc)": 85c 
w “a 65c a 95c 
aun ieeniet Casseroles 








Penn Perfect Apple Parers 
: As the name implies, this maghine is 
perfect ant: - fitted with a push-off, which 
throws off apple automatically. 


Choice, 59 Cents 


Mason Pint Jars, 480 dozen. 
ee Just Mason Quart Jars, 48c dozen. 

Sure Seal Glass Top Jars—pints, per do- 
zen, 64c; quarts, per dozen, 59c. 





White lined, 
the dish for woking, © 


— Size 23 Cc Economy Quart. Jars, 78c dozen. 
BU tet etweee eee eens If yeu want Canning Supplies see us, 
8-inch Size, 33 ‘ Our Cash Sale Tickets save you 5%. 
aS" SERB Meee Cc GET THE HABIT 











Bell Phones 1266, 1267. Cons. 33 Bell Phones 1266, 1967 "Cons. 3, 





See Our Window's 
Glad to Serve You 


See Our Windou . 
Glad ee, Se OF i You 





Sot SOY Pe LEI a PEE BS EB 








—— 





HOFF & BRO. 


imc. 


403 Penn Sq. 
Reading’s Plain Figure 
Hardware Store 


HOFF & BRO. 


INC. 


403 Penn Sa. 


Reading’s Plain Figure 
Hardware Store 





Nos. 5 and 6—Their distinguishing feature is their 
design 


Hardware Age 


completely told. Note in both of these Blakey-Clark 
ads that the article featured is set in capital letters, 
thus giving it a display value. There ought to have 
been a street address mentioned here. 


They Stand Out 


Nos. 5 and 6 (each 1 col.x8% in.).—Hoff & 
Brother, Reading, Pa., sent us these ads. Their 
distinguishing feature is their design, which indi- 
vidualzes them and builds up a cumulative selling 
effect that is not easily measured in terms of money. 
At a glance, one quickly spots these ads, and they 
soon become a landmark in the newspaper. If you 
are running a periodic sale, don’t fail to individual- 
ize the announcements by a distinctive design used 
continuously. The two blocks here, aside from dis- 
tinguishing the ads, carry four slogans. The con- 
stant repetition of these carefully worded slogans 
has its effect and is another office that a fixed design 
can perform. Note that both ads are illustrated. 
Price is the attraction in these ads and very little 
text is used. Note the cash register ticket scheme, 
which is a first-class idea in cash selling. Hoff & 
Bro. can vary the look of these two blocks with- 
out changing their distinguishing design, by using 
Ben Day backgrounds. We would suggest doing 
this—you might find a background that would be 
more finished and pleasing to the eye than the solid 
black. 


Cleveland Galvanizing Works Com- 
pany Acquires Property 


N INETEEN parcels of land (an entire city block) 

have just been acquired by The Cleveland Gal- 
vanizing Works Company, Cleveland, Ohio, adjacent 
to its location, which is in the heart of the city. 

The acquiring of this property will permit the 
company, which manufactures a line of weldless 
wire chain, sash chain, and chain of all kinds, to 
greatly enlarge its present plant and output, as 
soon as some leases expire. 

The property has a Pennsylvania Railroad siding 
and fronts on four streets. 

The company states that important additions to 
its lines of chains in the last few years has made 
it practically impossible for it to keep pace with 
orders. 


H. J. HODGES, secretary of the Western Retail Imple- 
ment, Vehicle & Hardware Association, was a HARD- 
WARE AGE visitor this week. Mr. Hodge is taking a 
short vacation and accompanied by Mrs. Hodge is visit- 
ing the principal cities of the East. He will spend a 
week in New York City and then plans to visit a num- 
ber of the manufacturing centers and the National 
Capital before he returns to his home at Abilene, Kan. 
The association to which Mr. Hodge confines his activi- 
ties is one of the best organizations in the country. 
Its membership is now in excess of 1700 and the annual 
convention, which is generally held in Kansas City, Mo., 
averages an attendance well above 3000 each year. At 
the last meeting 3500 were in attendance. Business 
conditions in Kansas and the neighboring States are 
good, and although the proceeds of last year’s splendid 
crops were pretty well spoken for in advance, it is 
anticipated that this year’s business will be marked by 
larger purchases of goods which do not rank as essen- 
tials. Mr. Hodge is optimistic regarding business con- 
ditions in general and association activities in partcular. 
So strenuously has this energetic secretary applied him- 
self to the numerous duties of his calling during the 
past few years, that his health demanded the vacation 
he is taking. His numerous friends in the hardware 
field join with HARDWARE AGE in wishing that Mr. 
Hodge may return from his eastern trip greatly bene- 
fited. 















































BOTH SIDES OF THE QUESTION 


The Value of the Demonstrations from Different Points of View 

















The sales force of the Lebanon Hardware Company Lebanon, Pa.. and the records of their sales made during 
Demonstration Week 








Lebanon, Pa. 
To the Editor: 

Enclosed you will find post card and circular 
letter of our 1915 range demonstration of Ma- 
jestic ranges. 

This is an annual affair with us during which 
time we always sell a great many stoves. 

If you see fit we would appreciate it if you 
would publish the account in HARDWARE AGE, 
illustrating the same by a cut as per the enclosed 
post card. 

Thanking you very much for any considera- 
tion you can give this matter, we are 


Yours very respectfully, 
LEBANON HARDWARE COMPANY. 








The circular letter sent out by the Lebanon Hard- 


ware Company is as follows: 


The Lebanon Hardware Company, of Lebanon, 
Pa., has just closed the most successful range 
sale ever held in this part of the State, due, first, 
to the quality of the range, and, second, to the 
united efforts of the force of men behind the 
project. 

This company has an annual one-week sale and 
demonstration of the Great Majestic ranges, dur- 
ing which time the entire force concentrates its 
efforts toward the success of the sale of these 
stoves, the result of this year’s sale being 94 
ranges. 

Specialization and concentration of effort are 
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the paramount ideas of this company, through 
which they have built a business that is a credit 
to any community. 

They believe in handling only high-grade lines, 
lines that carry a profit and pushing those lines 
for all they are worth, thereby giving the trade 
full value and absolute satisfaction in every re- 
spect. 

Fewer and better lines, backed by brains and 
concentration of effort, is the policy of this firm. 


Anti-Demonstration 


CHAMPAIGN, ILL. 
To the Editoy: 

We have given several so-called demonstra- 
tions of a very popular line of ranges and after 
each one felt like saying “never again,” so we 
are desirous of learning the sentiment of the 
trade on this important question, and hope you 
will see fit to give us a little space in your val- 
uable paper. The manufacturer comes at us 
with a good line of argument from his point of 
view, but in the end we know “the dealer pays 
the freight.” In order to put on a successful 
demonstration we are forced to run a special 
half-page ad in our two daily papers the week 
before, and during the week of demonstration, 
furnish a cook and baking material for free 
lunch for the week, pay the board and lodging of 
a special demonstrator and in addition pay $2.50 
for a set of ware to go with each range sold. 
These items at our last demonstration totaled 
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just $100, and we feel that we probably sold 
three ranges we might not have sold in the ordi- 
nary way. The other sales made were to our 
regular customers and would have been made re- 
gardless of the ware or “free lunch.” 

We are sure there are other dealers who feel 
much as we do about this matter, but even if 
you don’t we shall be glad to hear from you on 
the subject. We note the jobber and the manu- 
facturer quite often take space to inform the 
dealer how to operate his business, and we think 


‘Hardware Age 


it only fair that the dealer himself should have 
something to say for himself and trust we may 
hear from a great many dealers through the 
columns of this paper. 
Yours truly, 
DERROUGH & Co., 
Anti-Demonstration. 
HARDWARE AGE will gladly publish letters 


from dealers who wish to give their experiences 
or opinions on the subject of demonstrations. 





RURAL CREDITS EXPLAINED 


BY. G. A. RANNEY 


Kua credit, in comparison with other national 
subjects, is about as intricate as is the manu- 
facture of a watch compared to that of the common 
garden hoe. 

A glance at the balance sheets of American im- 
plement manufacturers impresses one with the indis- 
putable fact that rural credits is a subject with 
which they are familiar as the day. The combined 
notes and accounts receivable of twelve agricultural 
implement companies, the names of which are well 
known, aggregate the vast sum of $102,400.00. 
These figures:demonstrate the fact that implement 
manufacturers know something about rural: credits 
and that this knowledge is of long standing. No 
doubt some of your old claim files, long ago written 
off to profit and loss, would show that they are not 
only old enough to vote, but to have served in the 
Civil War. sae 

If, as some believe, rural credits is a function of 
the National Government, then the implement manu- 
facturers of this country have been usurping 
“Uncle Sam’s” prerogatives for many years. If, as 
others think, it is the duty of the banker to ex- 
tend rural credits, he has overlooked an opportunity. 
With the possible exception of the sewing machine 
industry, and I do not believe that I should except 
it, the implement industry extends longer credit and 
turns its capital over more slowly than any other 
industry. It behooves the owners of implement 
concerns to give the subject of rural credits their 
most prayerful consideration. 


Originated in Europe 
Rural credits,soon to’ be the topic of national dis- 
cussion in this country, originated in Europe. I be- 
lieve I am correct in saying that rural credit sys- 
tems were originated during periods of depression 
and want, the underlying principle being co-opera- 
tive assistance in buying and selling. Germany 


- seems to have developed rural credits to a point in 


advance of other countries. While there have been 
a large number of rural credit bills introduced in 
Congress, none, I believe, has embodied the German 
system. There is a strong movement, however, in 
favor of the latter, and we face the possibility of 
having bills of that character enacted into law. 
European and American conditions are quite dif- 


ferent, and I doubt very much whether the German 


Landschaft system could be successfully trans- 
planted to America. It would mean a revolution 
in the method of conducting rural business. 

A brief description of the Landschaft may be of 
interest. The country is divided into comparatively 
small sections, each one having its Landschaft. A 
farmer who desires to borrow money has his prop- 
erty appraised by a board, who arrives at the 
amount of the loan he is entitled to. He then gives 
a mortgage to the Landschaft organization and in 


return receives the Landschaft bonds, which he 
himself sells on the open market. The individual 
who borrows is not responsible to the investing 
public but to the Landschaft for the payment of his 
loan. The entire organization of farmers stands 
back of it. These loans run for a long period and 
are liquidated under an amortization system. The 
money is not borrowed to buy land, but to finance 
his agricultural pursuits. The individual farmer 
becomes a stockholder in a co-operative bank and 
his stock is usually paid for from the proceeds of 
his loan, just described. One of the chief functions 
of the co-operative bank is to finance smaller groups 
of farmers for the purpose of co-operative buying 
and selling. This is a very brief and possibly in- 
accurate picture of the German system, but it illus- 
trates what many people desire to establish in the 
United States. 

I believe there is a misunderstanding in this coun- 
try of what is meant by rural credits. Many,people 
believe that it is a movement for providing better 
facilities for the farmer to negotiate farm loans. 
By that I mean financing the purchase of farm 
lands. The term as used in Germany and in other 
foreign countries has an entirely different meaning, 
for there the ultimate purpose of rural credits is to 
foster and encourage co-operative buying and sell- 
ing by various groups of farmers. What is quite 
generally understood in America by farm credits 
is not what the proposed legislation is likely to 
bring about, it tending to create a plan for co-opera- 
tive buying and selling. There are no doubt large 
sections of land in this country that need cheap 
money borrowed for a long period of years, for its 
development. I have in mind cut-over and reclaimed 
lands. In the settled farming communities the 
farmer has no difficulty in borrowing money at a 
reasonable rate of interest. The farm loan is looked 
upon by the average investor as the most conserva- 
tive method for investing his money. It is true that 
the character of farm loans varies, as does the char- 
acter of any kind of investment, and no legislation 
can change those conditions. The large life insur- 
ance companies, banks and farm loan companies 
seek the privilege of lending at low interest rates on 
farm lands, and, generally speaking, the rate of in- 
terest is as low as, or lower than, that paid for the 
average city real estate loan. 


Cannot Be Created by Legislation 


Credit should not be expected to be granted solely 
because one lives in the country. Human nature is 
the same on the farm as it is in the city bake shop 
or drygoods store and there will always be men in 
rural districts who will never be entitled to credit. 

Credit cannot be created by legislation. It -can 
only be created by honesty, industry and integrity 
of the individual. Legislation, however, may create 
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the means for extending it to the proper parties. 
We have, however, in our new currency law, ample 
machinery for the extension of credit for all legiti- 
mate undertakings. The basis of rural credit is 
two-fold. In the case of the farmer tenant, it is 
largely based on his personal reputation for honesty, 
integrity and industry. In the case of the farmer 
owner, the additional security of his land is added. 
Credit depends upon the individual. 


The point I desire to make clear is that the indi- 
vidual farmer can establish his own rural credit 
system, without any legislative aid. Money is al- 
ways looking for investment in the farm, for the 
right man and the right land. Better agricultural 
methods, more intensive farming, crop rotation, soil 
fertility, coupled with honesty, integrity and indus- 
try, will establish a credit for the individual farmer 
that cannot be assailed. I will not burden you with 
statistics, but if every farmer, by more intensive 
agriculture, increased his yield of wheat or other 
grains by five to ten bushels to the acre, what would 
it mean to him? It is entirely possible to do this, 


We fully realize that the welfare of the implement 
trade is dependent on the prosperity or the credit 
ability of the farmer; consequently any legislative 
plan that will better improve or expand the rural 
credit will be welcomed by the association. The 
implement industry wants the farmer to buy his im- 
plements at a price that is fair to him and that will 
return to the manufacturer a fair return on his in- 
vestment. The industry believes that the best way 
to market its product is through the local dealer, 
for service is almost as important as the implement 
itself. Co-operative buying, the probable outgrowth 
of rural credits, would sound the death knell of the 
country merchant and revolutionize the implement 
business. 


Congress has recently enacted two most impor- 
tant laws affecting the welfare of the farmer. I re- 
fer to the Lever bill, which provides the means for 
bettering the agricultural methods of the country 
and the new currency law, that makes provision 
for a much larger extension of credit in the rural 
districts than was enjoyed prior to its passage. As 
a matter of fact, notes given for agricultural pur- 
poses are looked upon as the best grade of paper 
for rediscounting with the Federal Reserve banks. 
We have legislation on our books that has not had 
sufficient time to show what it will do for the coun- 
try, and many students of rural conditions believe 
that no further legislation should be enacted until 
the rural community has adjusted itself to the 
benefits recently provided for it by Congress. 


In the minds of many the automobile has raised 
the question as to whether the rural districts need 
credit. Statistics show that at the end of 1914 some 
640,000 automobiles were in the hands of farmers. 
Assuming that the average price of these machines 
is $500, this means that the American farmer has 
spent $320,000,000 for automobiles. The wonderful 
increase during the year 1915 in the sale of auto- 
mobiles to farmers shows that it is being recog- 
nized as a farm necessity. Those of you who have 
bought automobiles know that you have to pay the 
cash, and I believe the farmer is no exception. 


Before the subject of rural credits can be consid- 
ered intelligently by the layman, it should be made 
clear just what the needs of the farming community 
are along this line. This, I believe, has not been 
attempted by Congress. The subject has been 
treated more or less in an abstract way and legis- 
lation suggested to cover an abstract situation. Let 
Congress constitute itself a committee of the whole 
and study on the farm the needs of the farmer.— 
Farm Implement News. 
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New Orleans the Spot Sisal Market 


EW ORLEANS now claims the distinction of 
being the spot sisal market in this country. 

The importance of this Mexican fiber grown in 
Yucatan (Southern Mexico), and exported chiefly 
through the port of Progreso will be better under- 
stood when it is realized that according to well- 
informed manufacturers of binder twine, rope and 
other cordage, there is nothing else known to take 
its place in sufficient quantities. Manila hemp is 
suitable and better and is used for some of these 
purposes but there is not enough of it available 
remembering the amount required for manila rope 
and cotton is too high as well as unsuitable in 
some respects. 

It must also be kept in mind that agricultural 
machines, reapers and binders used all over the 
world are equipped to work with binder twine, 
made of manila or sisal fibers, and without it men 
competent to judge say that the crops could not 
readily be gathered in a large way. 

A syndicate of New Orleans bankers announces 
the execution of a contract with the Henequen 
Growers Association of Yucatan for a loan of 
$10,000,000 to be secured by warehouse receipts 
on sisal ¢henequen) stored by the association in 
the State-owned cotton terminal in New Orleans. 
The negotiations have been proceeding for sev- 
eral months and the announcement of their suc- 
cessful culmination signifies the establishment in 
New Orleans of an important spot market for 
sisal. It also marks a great step forward by New 
Orleans bankers, who, chiefly through the heavy 
domestic demand upon them, have been rather 
reluctant to enter the foreign-loan field. 

New Orleans has been the chief entry port for 
American imports of sisal for nearly a decade, 
the proportion moving through that port having 
risen from 13,202 tons out of a total of 100,301 
tons imported in 1905 to 55,629 tons out of a total 
of 99,966 tons in 1910, and 95,331 tons out of a 
total of 185,764 tons in 1915. Heretofore this has 
been almost entirely a transit business, however, 
the fiber moving into the interior northward 
almost immediately. The Henequen Growers As- 
sociation intends to market the product of the 
members direct to the consumer, and to accom- 
plish this will carry a stock valued at $10,000,000 
to $15,000,000 in New Orleans. 


Trading Stamps Invade Idaho 


BUHL, Idaho. 
To the Editor: 

Some time ago you wrote a number of articles 
on the Green Trading Stamp business and its effect 
on general trade conditions, but at that time we 
were not interested, as there was no one in this 
field handling the trading stamps. 

We have information to-day which leads us to 
believe that the State of Idaho is soon to be invaded 
by the Green Trading Stamp people; in fact, to-day 
their representative called on me with the view of 
trying to interest us, with the word that a number 
of our merchants in various lines were taking it up. 

We do not approve the trading stamp system 
of getting business, and should the system affect 
our business we would like to know how best to 
cope with the conditions. 

Thanking you in advance for any information 
you may give us, we remain, 

Yours truly, 
MERRICK HARDWARE AND FURNITURE COMPANY, 
CHARLES M. MERRICK. 


















Trade Conditions and Iron, Steel and Hardware Prices 





Conditions in the hardware trade continue 
to show gradual betterment, the volume of 
trade being heavier, and retailers and con- 
sumers buying more freely right along. The 
building situation continues to improve, and 
builders’ hardware is greatly in demand, as 
well as building material of all kinds, and 
also the heavier steel products used in out- 
side work. In fact conditions in the hard- 
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ware trade are nearly as active as in the steel 
trade. Prices are very strong, and on nearly 
all kinds of goods handled by hardware stores 
are higher. Collections are good, and the 
outlook for the trade could hardly be better. 

Prices on all wire products were advanced 
$1 per ton by the leading makers, effective 
Friday, Nov. 12, and demand is reported as 
heavy. 
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Office of HARDWARE AGE, 
Pittsburgh, Nov. 16, 1915. 


. great activity in the steel trade for the past 
three or feur months is clearly shown in the state- 
ment of unfilled orders issued last week by the United 
States Steel Corporation, which showed an increase of 
847,000 tons in October over September. This is the 
heaviest increase in unfilled orders in any month ever 
shown by the Steel Corporation since its organization 
in 1901, and is clearly in line with the marvelous ac- 
tivity of the steel trade in the past four or five months. 
Advances in prices do not have the lest effect in stem- 
ming the flow of orders to the mills, which is heavier 
now than at any time since the activity started. In 
the past week, prices on nearly all lines from pig iron 
down to the smallest finished articles have been ad- 
vanced. Prices on Bessemer, basic and foundry irons 
went up full 50c. a ton, Bessemer and open-hearth 
billets and sheet bars, $1 a ton or more, plates, shapes 
and bars, $2, light rails, about $2.50, railroad spikes, 
$3, cold-rolled shafting, $6, forging billets at least $8, 
and nearly all kinds of scrap nearly $1 a ton. The 
great scarcity in supply of open-hearth steel, and which 
now is involving Bessemer to some extent, is a serious 
factor in the situation, and is very likely to materially 
restrict the output of some of the finishing mills that 
depend on outside mills for their supply of steel. 

The amount of domestic business in iron and steel 
being placed with the mills at present is much heavier 
than at any time since the upward movement started. 
Curiously, too, exports are showing a slight falling off, 
due partly to the increase in domestic demand, but more 
largely to the difficulty in finding bottoms for export 
shipment. Thus exports of steel products in Septem- 
ber were only 381,000 tons. against 401,000 tons in 
August. It is expected that export shipments in Oc- 
tober, when given out, will show a falling off as com- 
pared with September, and the question has been raised 
whether exports of war munitions have not reached the 
crest, and from now on may show a falling off. 

Present prices on iron and steel products will show 
a very large profit to the steel mills, but it must be 
borne in mind that all the mills have large contracts 
for finished iron and steel taken some months ago, when 
' prices were anywhere from $5 to $8 a ton lower than 
they are now. When these contracts were placed, the 
prices at which they were taken were ruling in the 
market, and the mills entered orders for delivery three 
or four months ahead. Since that time, prices have 
gone up so rapidly that many consumers are now 
getting material at anywhere from $5. to $8 a ton lower 
than prices now ruling. The demand for plates is ab- 
normally heavy, some of the shipyards being filled up 
for at least two years ahead. Japan is getting ready 
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to try to capture some of the Pacific Coast trade, and 
at present is said to have under way about fifty-three 
seagoing vessels, to be used in export trade between 
Japan and the Pacific Coast, which it can do very 
readily on account of the low tariffs that are now rul- 
ing. Local mills have received very heavy inquiries for 
plates for export to Japan, and have already made 
some heavy shipments to that country. Heavy in- 
quiries are still in the market for steel rounds, and it 
is said on a recent inquiry for 26,000 tons for France 
$15 a ton above the market was offered, but no mill 
could be found to take the order and make the deliveries 
wanted. 

Another development that is intensifying the steel 
situation is that the railroads are buying heavily in 
steel rails, steel cars, engines and other track ma- 
terials. The Pennsylvania Railroad has an inquiry out 
now among the steel car shops for 9500 cars, but it is 
intimated this road may buy over 20,000 cars before it 
is through. Car shops that only a few months ago 
were working to 20 to 30 per cent are now running to 
utmost capacity with work ahead for some months. 

Prices on Bessemer pig iron are now very strong at 
$16.50, and basic at $15.50, Valley furnace, with a prac- 
tical certainty that these prices will be 50c. or $1 a ton 
higher before this week is out. 

Prices on all wire products were advanced $1 a ton 
by the leading makers, effective from Friday, Nov. 12, 
and demand is reported as heavy. 

Conditions in the hardware trade continue to show 
gradual betterment, the volume of trade being heavier, 
and retailers and consumers buying more freely right 
along. Local hardware jobbing houses report the vol- 
ume of business steadily increasing, and the open 
weather has allowed outside building operations and 
general outside work to be prosecuted without any in- 
terruption. This is reflected in a continued heavy de- 
mand for building materials of all kinds, and also for 
the heavier steel products used in outside work. In 
fact, conditions in the hardware trade are nearly as 
active as in the steel trade, and demand for all kinds 
of goods is larger than usual at this season of the 
year. Prices are very strong and on nearly all kinds 
of goods handled by hardware stores are higher. Col- 
lections are good and the outlook for trade could hardly 
be better. 


WirRE Naiis.—Effective Friday, Nov. 12, all mills 
advanced prices on wire nails 5c. per keg, making the 
new price $1.90, in carloads and larger lots to jobbers. 
This advance was forecasted in our report last week. 
Mills report that specifications against contracts placed 
at the $1.75 price for wire nails are being fast cleaned 
up, and shipments have been made against orders at 
the $1.85 price. The demand is very active for wire 
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nails and considerable export shipments are being 
made. It is confidently believed that the price on wire 


nails will be $2 per keg or higher before Jan. 1. Steel 


is getting steadily scarcer and bringing higher prices, 
and this will naturally carry prices of wire nails 
upward. 

We quote on new orders, wire nails in large lots to jobbers, 
$1.90 base; in carload lots to retailers, $1.95 base; less than 
carload lots, $2.00 to $2.05; galvanized nails 1 in. and longer, 
$1.75 extra, or $3.60 base; shorter than 1 in., $2.25 extra. 

Cut Naits.—It is likely makers of cut nails will 
announce an advance in prices in a few days to meet 
the advance of 5c. per keg just made in wire nails. 
The new demand for cut nails is active and shipments 
by the mills are heavier than for some time. 


We quote cut nails $1.80 per keg in carloads and larger 
lots to jobbers; carloads to retailers, $1.90 f.o.b. Pittsburgh, 
terms sixty days or 2 per cent off for cash in ten days, freight 
added to point of delivery. 


BARB WIRE.—Effective from Friday, Nov. 12, prices 
on barb wire were advanced $1 per ton. The demand is 
abnormally heavy, both from domestic and export 
trades, and large shipments of barb wire are being 
made regularly to England, France, South America 
and other countries. The supply of barb wire for the 
trade is so light that consumers have readily paid $2 
to $3 per ton advance over regular prices for prompt 
deliveries. It is believed that another advance of prob- 
ably $2 a ton on barb wire and on other grades will be 
made at an early date. 

Plain annealed wire is $1.75; galvanized barb wire and 
fence staples, $2.75; painted barb wire, $2.05, all f.6.b. Pitts- 
burgh, with freight added to point of delivery, terms thirty 
days net, iess 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 67% per cent off in carload lots, 
66% per cent on 1000-rod lots, and 65% per cent on small 
lots, f.0.b. Pittsburgh. 

FENCE WIRE.—Prices. have been advanced $1 per ton, 
and the market is very strong. Mills are filled up 
with orders for some months ahead and are very much 
behind in deliveries. The open weather has allowed 
the farmers to go ahead with the building of new 
fences, and this is reflected in a heavy demand for 
fence wire from the fabricators. Another advance in 
prices is likely to be made in a very short time. 

Prices are as follows: Annealed fence wire in carload lots 


$1.75 base; galvanized $2.45, with the usual advances charged 
to jobbers for small lots from store. 


IRON AND STEEL BArs.—Prices of steel bars are up 
$2 a ton, and iron bars about the same amount. The 
steel bar mills are filled up with orders for three or 
four months ahead and the mills rolling iron bars are 
also being filled up and making heavier shipments than 
for a long time. Steel rounds for shrapnel are still in 
heavy demand and it is said 3.50c. has been paid. 


We quote steel bars at 1.60c. for last quarter of this year 
and first quarter of 1916. Common iron bars are 1.55c.; re- 
fined iron bars, 1.60c., and railroad test iron bars, 1.65c., 
f.o.b. Pittsburgh. 


TIN PLATE.—On Thursday, Nov. 11, the American 
Sheet & Tin Plate Company and other makers an- 
nounced the price of tin plate for all of 1916 delivery 
to be $3.60 per base box for 14 x 20 coke plates. This 
is an advance of $8 per ton over the price for 1915 
delivery, which was $3.20 per base box. The tin plate 
mills report specifications against contracts for this 
year delivery as very heavy and are filled up with 
orders for several months ahead. Nearly all the mills 
are running to full capacity. 


We quote 100-lb. coke plates at $3.40 to $3.50 per base box, 
depending on the order. 

We quote 100-lb. terne plates at $3.40 to $3.50 per base box, 
f.o.b. Pittsburgh. 


SHEETS.—The market is very active and prices on 
nearly all grades of sheets are higher. The demand 
for blue annealed is enormously heavy, and the Ameri- 
can Sheet & Tin Plate Company is practically out of 
the market for the next three months. The sheet mills 
are running to nearly full capacity and will be running 
heavier, but find trouble in getting prompt supply of 
sheet bars. Makers’ prices for mill shipment on sheets, 
of U. S. Standard gage, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 
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thirty days net, or 2 per cent cash discount in ten days 
from date of invoice: 


Blue Annealed Sheets 


Cents per Ib. 

Nos. 3 Da be 606s ca dic weed 66 bee 1.65 to 1.75 
A Sa v0 ood ve Cee CeCe E Skee aes 1.70 to 1.80 
pA gS | A rrr ee ee A 1.75 to 1.85 
SA Ee ET es She re ee ee 1.80 to 1.90 
ee sce SEE Tie hn di 6 deen hie ane nei 1.90 to 2.00 

Box Annealed Sheets, Cold Rolled 

. Cents per Ib. 

ee Re ad's bcs cc ovtawew daw wake 1.80 to 1.85 
ia ind onthe 4 ok 6 beh nae wena oe 1.80 to 1.85 
Dh Be Be oc ee lh cccoeadwaenetene 1.85 to 1.90 
De meee ces 6 a chia'a mele de +awi oe cee 1.90 to 1.95 
es we ON RS oe au be eld dade ede wontees 1.95 to 2.00 
SL eo 2 5c 6 Wh ea ae ae 2.00 to 2.05 
Ss 2 ED -dS sot oot Kids 60s s wes eeetes 2.05 to 2.10 
Sy Ptah dese tounenrs Ghdéckane~etuneael 2.10 to 2.15 
Tn css ow bbs 6 4 oes Ree Leena 2.15 to 2.20 
EE ech de 0.did be 04 $4 6 DAE baie 2.20 to 2.25 
PO Ge. bob ad cicndes seks Siocon 2.30 to 2.35 

Galvanized Sheets of Black Sheet Gage 

Cents per Ib. 

I 2 I ak a a a le ase ng 8 ee a 2.70 to 2.80 
Oe RES ee a a ig ie ihe ela a ee keine ae en 2.80 to 2.90 
De ME Ts bs 6 bc dh 66 sbanndaxeacun 2.80 to 2.90 
Ds ee ee ee 6d 660s 00h Nad tire Ce ee 2.90 to 3.00 
cee In oo eo tn oe atahigie i @ due aan 3.05 to 3.15 
2 Oe in an rg Vig 6 kw oS SO eee 3.25 to 3.35 
i Gr hs 6 6s bb kon 6 bess head eae 3.40 to 3.50 
GE bei dine oc Cah ohana cb he 6 nae eee .55 to 3.65 
De; 6 Sat wc 6h 6.0 0s'e 6 chads ce 21640 ks 3.70 to 3.80 
PO Dba s dos cabeticaécdthadasticwent 3.85 to 3.95 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per Ib. 


Painting: 29 25 to 28 19 to 24 12 to18 
eee a Ge. cc 4 o'nus de ae 0.15 0.10 0.05 
Cope, BOMUERE 2. ccccccs cece 0.25 0.15 0.10 

Forming: 

2, 2%, 3 and 5 in. corru- 

REE an 6.00 Can ee ke wh do 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 nates 
5 to 1% in. corrugated.... 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.1 
Pressed, standard seam, 

Wee Ge 5 aK cceicwete 0.15 0.15 
Plain roll roofing, with or 

without cleats ......... 0.15 0.15 0.15 
3/15 in. crimped ......c2ce- 0.20 0.20 0.20 
Weatherboard siding .......... 0.25 0.25 
I SE in 0 a ae wine wine 0.25 0.25 
Rock face brick and stone 

NE 45 vail cia ob bead Whe oe ee 0.25 0.25 
Roll and cap roofing with 

cap and cleats ......... 0.25 0.25 
Roofing valley, 12 in. and 

Go bs ks vc erneda babaientae te 0.25 0.25 aay 
Ridge roll and flashing 

(plain or corrugated).... .... 0.65 0.65 0.65 


Nuts, BoLTs AND Rivets.—Makers report export and 
domestic demand as abnormally heavy and are back in 
deliveries from four to six weeks, and in some cases, 
longer. Prices are very strong and likely to be higher 
as raw materials are steadily advancing. Several mak- 
ers state that higher prices in the very near future are 
certain. 


Discounts now in effect are as follows: Common carriage 
bolts, % x 6 in., and shorter and smaller, rolled thread, 75 & 
10: cut thread, 75 & 5: larger or longer, 70. Machine bolts 
with h. p. nuts, % x 4 in., and shorter and smaller, rolled 
thread, 75, 10 & 5; cut thread, 75 & 10; larger or longer, 70 & 
5. Machine bolts with c. p. c. t. and r. nuts, % x 4 in., and 
shorter and smaller, 70, 10 & 10; larger or longer, 65 & 10. 
Forged set screws and tap bolts, 45 5. Rough stud bolts, 
65 . Lag screws (cone or gimlet point), 80. Square 
nuts, h. p., tapped or blank. $5.40 off list: hexagon, $5.70 off: 
c. p. c. t. and r. nuts, tanned or blank, square, $4.80 off; hexa- 
gon, % in. and larger, $6.25 off: plain c. p. square nuts, $4.70 
off: plain hexagon nuts, $5 off: semi-finished nuts, 80. 10 & 
5. Rivets, smaller than % in. in diameter, 75,10 & 10. All 
the foregoing pricessare f.o.b. Pittsburgh, subject to an actual 
freight allowance not to exceed 20c. per 100 Ib. on shipments 
of 300 lb. or more. 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, on lap welded 
steel tubes and standard charcoal iron tubes, effective 
from Oct. 29, 1915, are as follows: 





Lap Welded Steel Standard Charcoal Iron 

1 i a ee oe 6 66 6 ee oe ee 1% i. cithea es Weeden 43 to 44 
1  ~" & See aereer ee 60 > 8) 8 eeereors: 47 to 48 
2 eae rer eo Pe 57 a Sere oe 44 to 45 
9% and 2% in.......... 63 | 214 and 2% in.....:51to52 

OS GSP ears 68 > Gee Be ks 6 Sen 55 to 56 
SUG GO O96. IM... cc ceccvis 69 3% to 4% in........ 57 to 58 
Fe = 8 “app pee rats 62 > -G ee ls saddest: 51 to 52 
6 ¢£ -¢ a enrre rer, 59 | . 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 10 ner cent net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 


WrovucuHt Piree.—Discounts on wrought pipe and 
boiler tubes are very firmly held and higher prices in 
the near future are likely. The demand for merchant 
pipe is heavier, and for boiler tubes is very active, 
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some of the mills making tubes being sold up for sev- 
eral months ahead. The following are the jobbers’ 
carload discounts on the Pittsburgh basing card in 
effect from Aug. 16, 1915, on steel and iron galvanized 
pipe, and from Nov. 1, 1915, on steel and iron black 
pipe, all full weight: 





Butt Weld 
Steel on 
Inches Black Galv. Inches Black Galv. 
»> Mand %.... 71 461 - Ehéacecnes 63 .. 37 
Sabu tka e wierd & de 75 59 Vie gk aw hae eee ee 37 
| a eS 78 Oe Ne pine nae hes 67 47 
| eae 70 52 
Lap Weld 
DS. set eaesbeusee 75 60 | re on ae 54 36 
. Be 2 eer 77 62 Ban bts é's.be bas bd 65 47° 
ok ee wee eade.s 75 I ME 6 ea 66 49 
Se Ol 34... 6 acces 61%. 2 ry 68 52 
ae eeu <rewa re 59 4 PP. Shs cn wine ue ee 52 
fo | ee 6 50 
Reamed and Drifted 
1 to 3, butt..... 76 61 1 to 1%, butt... 68 50 
» -a eae ese 73 58 2, a eer wae e « 50 
2% to 6, lap 75 60 us a 6.5 6 6s% oe 52 34 
iin ME <5 wee cee 63 45 
2a 64 47 
2% to 4, lap.... 66 50 








Office of HARDWARE AGE, 
New York, Nov. 13, 1915. 


USINESS men, makers and distributors, are con- 
tinually changing front on the trade situation, 
which in very many quarters is improving rapidly. 
The demand, instead of coming from channels affected 
more or less by war orders, is spreading fast in other 
directions. This is confirmed by all sorts of requests 
to manufacturers, price advances in most iron, steel and 
other metal products, and slow deliveries of necessary 
materials which frequently do not come at all. Some- 
times the time for future shipments is set for March 1, 
and often for June 1 or later next year. There are 
kinds and qualities of much wanted semi-finished mate- 
rials which, for practical purposes, are figuratively 
about as rare as radium, 

There are large and representative wholesale houses 
which have awakened to the situation and have estab- 
lished members of their buying staff, sometimes super- 
vised by heads of the business, in primary markets, 
where an attempt is being made to get sizable orders 
placed to cover their wants on such terms as are ob- 
tainable. 

Much of this buying movement, as has been fre- 
quently noted in these columns, has already been de- 
ferred too long. It is easier for the merchant to place 
orders than for others to make the goods. The manu- 
facturer must have necessary raw material, adequate 
skilled labor, and after the years of uncertain business 
must often strengthen his working force, now seriously 
impaired by the lure of higher wages offered by war 
order manufacturers. 

Factory men of long experience say they are watch- 
ing orders carefully to prevent overloading their books 
at unremunerative prices or because the orders are 
too large to execute satisfactorily, reasonably soon. 

They are also repeating what they have for months 
past been saying and emphasizing that late orders will 
have to wait; many orders given in October, they say, 
should have been on their books in June. In their 
opinion orders coming in are perfectly legitimate in 
the main and not of speculative character, which is 


‘sensible, owing to proverbial light stocks quite univer- 


sally carried all around for several years past. 

Even the United States Steel Products Company, the 
export subsidiary of the Steel Corporation, has been 
compelled to cable its 200-odd representatives abroad 
to cease quoting for foreign shipment, for the present 
at least. In the meantime the corporation is examin- 
ing the situation and arranging to greatly increase its 
producing capacity. There are some specialties in its 
line, not particularly large in tonnage, however, which 
can still be shipped abroad, but ocean carrying capacity 
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Butt Weld, extra strong, plain ends 








» %& and %... 66 49 | a does Bate 60 43 
ahs ae sp cal sallicd tact n 71 58 ss at sth en Bn 6G ee 51 
kt Sete 75 62 ee eee 69 53 
 ?} eee 76 63 | Zand 2%....... 70 54 
Lap Weld, extra strong, plain ends 
Dr ee alah mae 72 57 UN he rg Lk ae 48 
2 DD ths cing aan 74 F/R 66 49 
4 Sees 73 58 2 re 68 52 
OR we'dsnkec's 67 50% 4 eer 67 51 
Pr Ses oe vicedds 62 45% Pa 60 44 
Ey SR 55 39 
Butt Weld, double extra strong, plain ends 
hited se eta 61 481% er er ree 40 
te S06... :., Ges BS at epetowe 58 43 
Ey. reer! 66 5314 S$ and 2%. ...... 60 45 
Lap Weld, double extra strong, plain ends 

Re ie Gare ee 62 an’? We atuawee sees oun 56 40 
2 5 eee s* 64 51 rth OO Seer 58 45 
4 me Bictheaad 63 50 | 4 hs wi neéés 57 44 
Ea O énévnewees 57 40 Se SF Sere 50 33 


To the large jobbing trade an additional 5. per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on black and three (3) points on galvanized. 





is one hindrance now, as it long has been, which it is 
difficult to overcome under ‘existing conditions. 

When manufacturers and jobbers have been com- 
pelled to return orders because of low price or inability 
to execute within a fair period they have feared cus- 
tomers would be offended, but they find them resigned 
to the situation because of similar experiences else- 
where. 

There are fewer idle cars and even prospects of a 
shortage soon in transportation capacity. The crops 
are exceedingly large, for which there are markets at 
high prices, and the Southern situation is greatly im- 
proved because of cotton at 12 cents and even higher 
per pound. 


WIRE NAILS.—Jobbers of wire nails say business in 
this line has a much better tone and there is more vim 
to it. Also that as prices advance, customers take it 
as a matter of course, realizing that they must pay 
more or not get the goods. 

On November 12 wire nails, f.o.b. Pittsburgh in carloads to 
jobbers, were advanced $1 per ton or from $1.85 to $1.90 base 
per keg. 

In the local market October trade was ahead of Sep- 
tember by 10 per cent out of store, and September was 
the heaviest month in 1915 with leading distributors. 


Wire nails, in store, New York, are still $2.15 per keg base 
and carted by the jobber $2.20 base per keg. 


Cut NaAIts.—The movement in cut nails is stronger 
and manufacturers are beginning to see a better de- 
mand owing to a campaign makers of cut nails have 
been pushing for some time having for its object the 
enlightenment of people as to the superior merits of 
cut nails for many purposes. Buyers are giving more 
orders and in better volume for direct mill shipments 
and relying less on out-of-store supplies. 

Cut nails, in store, are $2.15 per keg base and when carted 
by the seller $2.20 base per keg. 

Rope.—Manila hemp continues very strong and un- 
less there is some change toward lower figures the 
manufacturers believe it will be necessary to make an 
advance in rope prices. The condition of the sisal mar- 
ket, ranging now at from 6%c. to 6%c. per pound 
for the fiber, is a contributing factor in stiffening the 
rope market. The Regulatory Committee in Mexico 
is in control of this much used fiber which we must 
have, and that organization is pushing the price up- 
ward. The rope trade continues quite busy for this 
period of the year, but so far as this territory is con- 


‘cerned the main activity is in the marine line. The 


volume of business is very much better than during 
the comparable period a year ago, when there was a 
large falling off from normal. Some of the leaders 
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are doing from 80 to 90 per cent more business now 
than a year ago at this time. 


Manila rope, first gl is still 14c. and sisal, first de, . 


10c. base per lb. from jobbers with the other grades of both 


kinds of rope in proportion. 

WINDOW GLASS.—Business in window glass is keep- 
ing up quite well. Buyers are not quibbling about 
prices, as was so common until recently. Orders are 
more frequent and for larger amounts. Some of the 
factories will quote only for November and December 
deliveries, prices for the new year being held in abey- 
ance and contingent on the development and growth 
of trade for the remainder of the year. Some of the 
makers whose prices have been rather below those of 
the best makers have advanced their quotations from 
7% to 10 per cent. 

Window glass, AA grade, single and double thick, which 
long has been exceptionally scarce, ranges from 80 to 82 per 
cent discount. Grade A, single thick, is 90 per cent and 
double thick 90 and 5 per cent. Grade B, single thick, first 
three brackets, is 90 and 20 per cent and larger than the first 
three brackets 90 and 2% per cent discount. The B quality, 
single and double thick, is held at 90 and 15 per cent dis- 
count in all brackets from jobber’s list. 

LINSEED O1L.—Linseed oil is much stronger and mar- 
ket prices are moving up, owing to the advances in 
flaxseed prices. The crop in our northwestern States 
and Canada is much behind in gathering and thresh- 
ing, which with a short crop and some speculative ac- 
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tivity, have combined to strengthen the market. The 
demand for oil keeps up pretty well, assisted by the 
fine weather which has prevailed so long and greatly 
facilitated out of door work. 


Linseed oil, raw, city brands, is 65c. for 5 or more bbls. 
and 67c. per gal. for less than 5 bbls. 

NAVAL STORES.—The New York market is higher in 
harmony with the primary markets, where prices are 
still going up. Business in local territory is not large, 
however, because of the rapid advance and the belief 
that prices may react somewhat, which is strengthened 
by the freer offerings at original points. 


Turpentine, in yard, is quoted at 60c. per gal. 


Rosins are practically unchanged. There is less 
strength just now because of sympathy with the Sa- 
vannah market, which is weaker, and New York mer- 
chants seem disposed to make concessions to get orders. 

Common to good strained, on the basis of 280 lb. per bbl. 
is $5.30 and D quality $5.40 per bbl. 

HAMMERS.—The manufacturers of handled hammers 
on Nov. 8 made advances in the prices of these goods, 
in some instances 5 per cent on carpenters’ hammers 
and 12% per cent each on machinists’, tinners’ and 
riveting hammers. With other manufacturers the in- 
crease will average approximately 10 per cent. 


CHICAGO 


Office of HARDWARE AGE, 
Chicago, Nov. 15, 1915. 


AW material for the metal trade is still on the 
up-grade and while Chicago prices on goods af- 
fected by the metal market are practically the same as 
last week, advances are expected at any time. Linseed 
oils have gone up four cents, owing to heavy demands, 
and indications point to a still higher price. Trade in 
general is good, both wholesalers and retailers report- 
ing a larger volume of sales than at the same period 
last year. Ideal weather conditions have caused un- 
precedented operations in the building lines, and have 
greatly increased the demand for structural iron, roof- 
ing, nails, and builders’ hardware. Paints and oils are 
selling freely due in part to the same conditions, which 
have a bearing on increased prices in these lines. Or- 
ders are coming in for wire cloth, fencing and nails, 
giving specifications and asking for booking, without 
reference to price, the object being to secure refilling 
of stocks. Price is less of an object than ability to get 
goods. Railroads are reported as buying heavily in 
rails, bolts, spikes, tie plates and angle bars, and are 
paying much stiffer prices than customary. Axes are 
still low, a peculiar situation and one due rather to 
differences between manufacturers than to actual mar- 
ket conditions. Sharp advances are predicted in this 
line. There seems to be no let up to the prevailing 
scarcity of raw material and no one seems able to 
predict where the shortage will stop. Jobbers report 
inability to keep up stocks of nails. The situation is 
not regarded as serious, but is considered food for 
thought. Scarcity is stimulating buying among re- 
tailers who are covering to protect next spring’s busi- 
ness. 

Holiday lines are moving slowly. The mild weather 
makes it hard for dealers and consumers to realize the 
close proximity of the holiday season, and fancy novel- 
ties are remaining on the shelves. This aspect of af- 
fairs is reflected in the attitude ef the large city depart- 
ment stores, which are putting on sale goods usually 
reserved as after holiday specials. Skates, sleds, to- 
boggans, and winter sporting goods are not moving. 
This may in a measure help the shortage which has 
been apparent in those lines. Dealers as a whole are 
optimistic. Collections are termed very satisfactory. 
There is little desire among retailers to plunge or over 
buy, but orders are frequent and volume of business is 
good. Conditions in the South still continue to swell 
trade from that section, while business in the Missouri 
River territory shows marked improvement. 


WirE CLOTH.—Prices on wire cloth are firm, with 


increasing demand and a continued inability of manu- 
facturers to obtain raw material in quantities. Con- 
tracts are absolutely refused, and all deliveries are 
booked for January and February. Advances are mo- 
mentarily expected and are considered inevitable. Wire 
cloth is quoted to retailers as follows. 

Twelve mesh black wire cloth, $1.25 per hundred sq. ft.; 14 
mesh, $1.85: 12 mesh galv. wire cloth, $1.85 per hundred sq. 
ft.; 14 mesh, $2.20: 14 mesh bronze wire cloth, $6.50 per 
hundred sq. ft. 

WIRE NAILS.—Prices on wire nails are well main- 
tained, with assurance of advances. Foreign demand is 
still quite heavy, while demand locally is extremely 
strong owing to building operations and the filling of 
depleted stocks. Some of the smaller manufacturers 
are refusing orders, but the larger concerns are taking 
all legitimate business. No speculative tonnage is al- 
lowed on nails, and orders are carefully scrutinized to 
avoid playing into the hands of speculators. Wire nails 
are quoted: 


$1.85 per keg in car lots to jobbers, and $1.90 to retailers, 
f.o.b. Pittsburgh. In smaller lots, 5c. per keg higher. 

The freight rate from Pittsburgh is eighteen and nine-tenths 
cents per cwt. in car lots, making the Chicago price prac- 
tically hs gy per keg base to jobbers, and $2.09 to retailers, 
in car lots. 


BARB WIRE AND STAPLES.—Weather conditions are 
still a factor in the increased sales of barb wire and 
staples. Trade in the Middle West is extremely heavy, 
and retailers are stocking freely. Delivery rather than 
price is the keynote of the situation. 


Painted barb wire is quoted at $2 per cwt. car lots to job- 
bers and $2.05 to retailers, with a 5 cent per cwt. increase in 
small lots. > 

Galvanized barb wire at $2.70 in car lots to jobbers; 


$2.75 to retailers. No. 9 annealed fence wire in car lots 
$1.70 to jobbers; $1.75 to retailers. No. lvanized 
fence wire, $2.40 to jobbers; $2.45 to retailers. ive cents 


additional charge for small lots. 

Polished fence staples are quoted at $2.00 per cwt. and 
galvanized at $2.70 in car lots to jobbers; $2.05 and $2.75 to 
retail trade. 

LINSEED O1L.—Sharp advances are shown in linseed 
oil. Both local and foreign demand show little signs 
of let up, and there are indications of further advances. 


We quote. f.o.b. Chicago, strictly pure, old process linseed 
oil: Carloads, raw, 60c.; carloads, iled, 61c.; five or more 
bbl., raw, 62c.; five or more bbl., boiled, 63c.; less than 5 
bbl., raw, 64c.; less than 5 bbl., boiled, 65c. 
SHEETS.—Sheet users are finding their business af- 
fected by the upward tendency of sheet metal. Quota- 
tions for blue annealed are now on a basis of 1.80c., 
Pittsburgh. Jobbers’ prices have advanced $2 per ton, 
and we quote delivery from jobbers’ stock as follows, 
the minimum price applying on bundles of 25 or more. 


DE SE Pe GOON os i os wicei Ve venseked saws 2.40c. 
Dh we EE os nn as ne 4 A bdhae d We tke ee be awe 2.75c. 
Pe, Be STO 6-0 6:6 6 00 dw hhc dec eecetéveedns 4.35c. 
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Hardware Age 


CLEVELAND 


Office of HARDWARE AGE, 
CLEVELAND, Nov. 13, 1915. 


ETAIL hardware business in Cleveland has been 
rather quiet for the past few days owing to un- 
favorable weather conditions. The unusual warmth for 
this time of the year has had considerable effect on the 
volume of business in certain lines, particularly in 
stoves. There is nothing unsatisfactory in the general 
outlook and dealers expect business to get back to its 
normal volume with more favorable weather conditions. 
The demand for such lines as builders’ hardware, me- 
chanics’ tools and mill supplies is very good. The 
lengthening of the Ohio hunting season has stimulated 
the demand for guns and ammunition. 

Business with the jobbers is good and appears to 
have improved over the past few weeks. While the 
city trade is buying more freely than the country deal- 
ers, the volume of business from the latter has in- 


creased. Country dealers are placing orders more freely 
than usual for poultry netting, wire cloth, shovels, 
binder twine and some other staples. The possibility of 
higher prices appears to be stimulating buying. This 
is particularly true of wire nails. While these cannot 
be bought for extended future delivery, dealers are plac- 
ing liberal orders for nails for stock. The same is to 
a certain extent true of barb wire. Jobbers are laying 
in large stocks of certain lines on which there is con- 
siderable probability of further price advances and are 
having some trouble in keeping their steel stocks re- 
plenished owing to the slowness of mills in making de- 
liveries. Sheets are in fair demand and stock prices 
are unchanged although mill prices are slightly higher. 
Stock prices on nails and barb wire have been advanced. 

We quote black sheets at 2.15c. to 2.20c. for No. 28 for mill 
shipments for early delivery and 2.50c. to 2.55c. out of deal- 
ers’ stock. Galvanized sheets are quoted at 3.60c. to 3.75c. at 


mill and 4c. out of stock. Wire nails are quoted at 2.15c. 
out of stock and barbed wire at 3c. out of stock. 





Coming Hardware Conventions 


OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Dec. 7, 8, 9, 1915. 
W. B. Porch, secretary, Mustang, Okla. 


WESTERN RETAIL IMPLEMENT, VEHICLE & HARD- 
WARE ASSOCIATION CONVENTION, Kansas City, Mo., 
Jan. 11, 12, 18, 1916. The meetings will be held at 
the Century Theater and the convention headquar- 
ters will be at the Coates House. H. J. Hodge, sec- 
retary, Abilene, Kan. 


PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20, 21, 1916. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 


TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas, Texas. 


WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morgantown, W. Va. 


OREGON RETAIL HARDWARE AND IMPLEMENT DEAL- 
ERS’ ASSOCIATION CONVENTION, Portland, Jan. 25, 26, 
27, 28, 1916. Headquarters, Imperial Hotel. H. J. 
Altnow, secretary, Milwaukee, Ore. 


SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 
2, 3, 4, 1916. E. C. Warren, secretary, Mitchell, 
S. D. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point, Wis. 


ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Chicago, Feb. 8, 9, 10, 11, 
1916. Leon D. Nish, secretary, Elgin, III. 


Iowa RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBIT, Des Moines, Feb. 29, March 
1, 2, 3, 1916. A. R. Sale, secretary, Mason City, 


Iowa. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 8, 9, 10, 11, 
1916. Headquarters, lLindsee Hotel, Nathan 
Roberts, secretary, Lincoln, Neb. 


KENTUCKY RETAIL HARDWARE ASSOCIATION CON- 


VENTION AND EXHIBIT, Louisville, Feb. 15, 16, 17, 
1916. Headquarters, Louisville Hotel. J. M. Stone, 
secretary, Sturgis, Ky. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 


MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Feb. 15, 16, 17, 18, 1916. F. 
X. Becherer, secretary, 5136 North Broadway, St. 
Louis, Mo. 


NEW YORK RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse, N. Y. 


NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Grand Forks, Feb. 
16, 17, 18, 1916. C. N. Barnes, secretary, Grand 
Forks, N. D. 


MINNESOTA RETAIL HARDWARE ASSOCIATION Con- 
VENTION, St. Paul, Feb. 22, 23, 24, 25, 1916. H. ie 
Roberts, secretary, Minneapolis, Minn. 


OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, Feb. 22, 23, 24, 1916. Grover 
T. Qwens, Secretary, Little Rock, Ark. 


NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 


NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 


Pennsylvaniaand AtlanticSeaboard 
Assn. to Meet in Pittsburgh 


HE fifteenth annual convention and exhibition 

of the Pennsylvania and Atlantic Seaboard 
Hardware Association, comprising Pennsylvania, 
New Jersey, Delaware, Maryland and Greater Man- 
hattan, will be held Feb. 8, 9, 10, 11, 1916, at Pitts- 
burgh, Pa. The hotel headquarters will be the 
William Penn, and the exhibition floor will be at 
the Motor Square Garden, Baum Boulevard and 
Beatty Street. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


“Standard” Colony Brooder 


The Buckeye Incubator Company, 
Springfield, Ohio, is manufacturing 
the “Standard” colony brooder, which 
is shown herewith. This brooder is 
self-feeding and self-regulating, and 
the company states that its guaran- 
teed operating cost is less than 6 cents 
aday. It is pointed out by the manu- 
facturer that this brooder provides a 
constant, correct temperature and 
also a constant supply of pure, fresh 
air, plenty of exercise and no chance 
for crowding. This brooder burns 
hard coal. The stove is filled with 
coal once a day and the ashes shaken 
down twice a day, which is stated to 
be all the attention that this brooder 
requires. 

It is also stated by the company 
that the “Standard” colony brooder 
can be operated in any room and in 
any temperature with satisfactory re- 
sults. This brooder will care for 100, 
500 or 1500 chicks. The stove is a spe- 
‘cial design, built especially for brood- 
ing purposes. It is made of the highest 
quality gray iron castings and will 
last a long time. The castings are 
all bolted or screwed together. The 
only movable parts of the stove are 
the door to the ash pit, the lid to the 
feeder hole and the regulating discs. 

















The “Standard” colony brooder 


All of these parts are made to fit se- 
curely in place. 

The grate is of the rocker furnace 
type and so constructed that it is im- 
possible for the coal and ashes to 
“bridge” or clog. When shaken down 
the edges of the grate turn up and 
strike the clinkers and ashes on four 
different lines. There are no bolts or 
nuts used in the construction of the 
“Standard” grate. Each part is a 
solid casting which the company 
states cannot get out of order, rust 
or burn out. 

The hover is constructed so as to 
throw the heat from the stove evenly 
over the backs of the chicks. The 
hover is 52 in. in diameter and is 
guaranteed to accommodate 1500 
newly hatched chicks. 

The curtain used in the “Standard” 
brooder is made of double hemmed 
canvas, so that there are no raw 
edges for the chicks to pick. The 
curtain is not permanently attached 
to the cover and can be easily re- 
moved at any time. The “Standard” 
colony brooder sells for $15. 


The Sanitary Wash Board 


Penovi & Breene, Abendroth Place, 
Port Chester, N. Y., are the manufac- 
turers of the Sanitary wash board, 





The Sanitary wash board 


shown in the accompanying illustra- 
tion. This board is claimed to be 
rustless and odorless. It can be left 
in the tub permanently and is adjust- 
able in different positions. 

This wash board is made of gal- 
vanized iron. It has an exceptionally 
large rubbing space. This board is 
made for use in cement wash trays 
and can also be used in wooden and 
galvanized tubs by removing the 
lower frame. ; 

The advantages claimed for this 
new wash board are that it is made 
entirely from metal, it is adjustable, 
it has a good rubbing surface and 
that there are no legs; their absence 
gives more room for the clothes. The 
board weighs from 3% to 4 Ib. 

To use this board it is hung over 
the front rim of the tub. If the ad- 
justment is not suitable, the board is 
removed and the wire frames are 
pressed in, after which the upper 
frame is placed in the high holes to 
lower the position of the board and 
the lower holes to raise the position. 


“Peerless” Fruit and Vege- 
table Eyer 


The Spengler-Loomis Mfg. Com- 
pany, 58 East Washington Street, 
Chicago, Ill., is manufacturing the 
“Peerless” fruit and vegetable eyer. 
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“Peerless” fruit and vegetable eyer 
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This eyer removes the eyes and cores 
from pineapples, the cores from ap- 
ples and pears, the eyes and bad spots 
from potatoes, the cores from toma- 
toes, the insides from peppers and 
mangoes and it is also used in prepar- 
ing grape fruit. 

The “Peerless” fruit and vegetable 
eyer is spoon shaped, with two cutting 
edges and it is made of nickeled steel. 
The retail price is 10 cents. 


A Toaster That Turns the 
Toast 


A recent addition to the line of 
electric ware marketed by the West- 
inghouse Electric & Mfg. Company, 
East Pittsburgh, Pa., is the “Turn- 
over Toaster.” This device is shown 
in the accompanying illustration. 

By turning the knob near the bot- 
tom the frame is thrown outward, 
while wire catches at the bottom trip 
the toast outward so that it slides 
along the frame, browned side down. 
On turning the knob back again the 
toast is raised to a vertical position 
with the fresh side toward the heater. 

The heating element consists of a 
continuous coil of resistance wire 
wound on a porcelain plate. The re- 
sistance is so distributed as to pro- 

















New Westinghouse “Turnover Toaster” 


duce uniform heating, taking into 
account the variation in heating ef- 
fect caused by the vertical position of 
the heater. 

The entire device is nickel-plated 
and highly polished, and has a shelf 
for warming plates or keeping the 
toast or the coffee hot. 


New Russell Jennings 
Screwdrivers 


The Russell Jennings Mfg. Com- 
pany has recently placed on the mar- 
ket a full line of fiber handled screw- 
drivers. The handles are made from 
vulcanized fiber, which is practically 
indestructible, and the blade, which 
is forged from tool steel properly 
hardened and tempered, extends 
through the handle. 

The company’s method of manu- 
facture permits the use of a high- 
grade crucible tool steel, high in car- 
bon. These screwdrivers are made 
in standard dimensions and are also 
made with straight blade for cabinet 
makers’ use. For electricians’ work 
a fiber cap is used on the end of the 
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No. 128-1, R-W Dandy Door 
Lag Screw Keeper 


Catch 


with Flat Steel Keeper 


Lock 


“Buy Your 
Door Locks 


From 
Richards - Wilcox” 

















No. 128-2, R-W Dandy Door Bolt 











No. 124 R-W Arrow Steel Sliding Door Latch 


Bolt with 


—And [ll Need a Lock 


When your customer makes this 
statement, be prepared, tell him there 
are no better locks and latches made 
than the 


R-W Line 


Here are shown a few of our locks 
and latches. [he complete line is 
included in our new No. 12 catalog. 


Send for your copy. 


ichards-Wilco 


(8) Auronaliusa 








No. 225 R-W Lion Steel Latch 


For Medium and Light 
Swing Doors No. 525 R-W Faultless Sliding Door Lock 
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handle in place of the metal cap. 
The company is also putting out a 
special machinists’ screwdriver made 
from square stock so that a wrench 
can be used on the blade when neces- 


sary. The accompanying illustra- 
tions show the various styles of 
screwdrivers. 


This firm is also furnishing a spe- 
cial screwdriver kit which comprises 
one interchangeable blade handle and 
several screwdriver bits for use in 
the handle. Some of the kits are also 
put up with other tools. These same 
screwdriver bits can be used in the 
Russell Jennings precision bit braces. 
One advantage of this set is the fact 
that the blades themselves are com- 
paratively inexpensive and the handle 
practically indestructible, so _ that 
after once purchasing a kit of these 
tools the cost for renewals is light. 
This .set of tools is put up in a neat 
canvas roll. 


New “Viko” Aluminum 
Goods 


The Aluminum Sales & Mfg. Com- 
pany, North Capitol Avenue and Wal- 
nut Street, Indianapolis, Ind., and 483- 
485 Broadway, New York City, has 
recently added a number of items to 
its line. The fry pan shown in the ac- 
companying illustration is made of 
aluminum, over % in. thick. The 
handle, which is of an improved, no- 
heat type, is riveted securely into the 
heavy aluminum shank, which is in 
turn welded to the body of the pan. 
All corners and crevices are rounded 
to prevent the accumulation of dirt 
and grease. The double lips make 
pouring easy. This fry pan is made in 
three sizes. 

The oval roaster has a top which is 
designed to insure extreme rigidity 
and handiness. Because of its in- 
dented top this roaster will fit into 
small and shallow ovens that will not 
accommodate the larger styles. The 
two air vents shown in the top are 


Hardware Age 





























New screwdrivers recently added to the line of the Russell Jennings Mfg. Company 


quickly and easily adjusted to suit the 
ideas of the housewife. This roaster 
is made of aluminum throughout, ex- 
cept the handles, which are made of 
heavy tinned steel. The roaster is 
made in two sizes. 

The collapsible alcohol boiler is 
adapted for home use and traveling. 
It is light in weight, being made from 
aluminum, and can be carried in a 
small space in a suitcase or trunk. The 
handles fold in closely and the stand 
is nested in the boiler. The boiler 
burns solidified alcohol, thus doing 
away with the danger of leakage or 
explosion. The boiler has a capacity 
of 1% qt. 

The milk pail is stamped from hard 
and thick sheet aluminum. It has a 
heavy wire bail with an ebonized wood 
handle. The aluminum cover fits snug- 
ly into the neck. The pail is made in 
one size only—S8 qt. 

The new “Viko” teapot has a round 
body except on the top and bottom. 
The spout has a graceful curve and is 
welded securely to the body. The 
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Top line, left to right: “Viko” griddle and fry pan; second row: milk pail, te 


ot and 


collapsible alcohol boiler; bottom row: dish-pan, oval roaster and colander 


cover is molded in harmony with the 
body of the pot. The handle, too, is 
of a pleasing design and is of the new 
style. This teapot holds 1 qt. 

The heavy, round griddle is made 
from a stamped sheet. The company 
states that this griddle is as heavy as 
many cast griddles, and that it is prac- 
tically indestructible. It is heavy 
enough to hold the heat and insure 
good griddle cakes. 

The aluminum dish-pan is made of 
very hard and rigid metal, which at 
the same time is thick enough to with- 
stand hard wear. It may be had in 
three sizes, 10, 14 and 17 qt. capacity. 
The handles are of heavy tinned steel 
and are securely riveted to the body. 

The new “Viko” colander has a flat 
base. It is stamped from hard, pure 
aluminum sheets. The handles are of 
tinned steel and are riveted to the 
body. The diameter of the top is 11 
in. and the depth is 3% in. 


“Nowik” Kerosene Oil 
Heater 


The Turner Brass Works, Sycamore, 
Ill., and 37 Warren Street, New York 
City, are marketing their new “No- 
wik” kerosene oil heater. The manu- 
facturers state that this heater is 
made on new and scientific lines. The 
kerosene oil is first converted into gas 
and this gas, with a proper mixture of 
air, is burned. 

The consumption of kerosene oil in 
this heater is about % pt. per hour 
under full blast, and the heat from 
this flame is stated to be sufficient to 
comfortably heat a 12-by-14-ft. room 
in the coldest weather. 

The heater is easily operated and 
requires no attention except to adjust 
the flame according to the amount of 
heat required. The fuel tank holds 
about 7 pt. of oil and will burn at full 
blast consecutively about sixteen 
hours. 

Wood or denatured alcohol is used 
for lighting. A small supply tank 
containing the alcohol is attached to 
the side of the heater with a suitable 
valve. In starting the stove several 
strokes of the air pump, located in 
the tank, are made to produce air 
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~ See the Salesmen at Work? 


No, it is not necessary to look for a human being, for we | 
desire to draw your attention to the silent salesmen, all of | 
whom are plainly in sight and easily seen. When the | 
customer comes in, the saw, brace and bit, chisels, draw | 
shaves, hammers, and in fact, all of the tools, command atten- 
tion at once through their evident desire to serve and please. 


~ Warren Hardware Fixtures 


have boosted the sales in this store and wherever else they have been 
installed. Their effect, not only on the customer, but on the clerks 
also, is instantaneous. They speed up the whole force. 





| 
| 
| 


o 
Why don’t you inquire regarding Warren Hardware Fixtures in 
your store? They are designed especially for the hardware trade, -_ 
and are made of the best materials by skilled workmen. | 


Ask for catalogues No. 65 and 212. 2 Sse 


; 


J. D. WARREN MFG. CO. — 


903 Masonic Temple, Chicago 


Eastern Display Room, 253 Broadway, New York. | 
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Warren Fixtures are manufactured in the largest and finest equipped plant of its kind in the world. 
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pressure to force the fuel to the burn- 
er, and about a tablespoonful of wood 
alcohol is turned into the lighting 
cup and lighted. This converts the 




















The new “Nowik” kerosene oil heater 


oil in the generator to gas, and as 
soon as the alcohol is consumed the 
valve of the burner is opened and the 
stove lighted with a match in the 
same manner as an ordinary gas 
stove. The time required for gener- 
ating is about five minutes. After 
the stove is once lighted the pressure 
is automatic from the heat and no 
more air need be pumped in by hand. 

This heater is highly polished and 
nickeled and sells for $5.50. The height 
is 16% in., the width is 16 in., the 
thickness 6 in., and the net weight 17 
lb. The gross weight is 20 lb. These 
heaters are packed in a crate of six, 
the shipping weight of which is 140 lb. 


National Snip Display Board 


A. C. Penn, Inc., 100 Lafayette 
Street, New York City, selling agent 
for the National shears and snips, 














New National snip display board 


made by the National Cutlery Com- 
pany, Philadelphia, Pa., has just an- 
nounced a new snip display board. 
This metal display board has a fold- 
ing metal back, which permits the 
dealer to display the goods and at the 
same time sell from the board. 

This display board will be given to 
any retail merchant buying a dozen 
or more pairs of National snips. 





“Boss” Folding Clothes Rack 


The Modern Specialty Company, 
Racine, Wis., is manufacturing the 
“Boss” folding clothes rack, which has 
over 40 ft. of hanging capacity, all of 
which can be utilized, and, when 
folded, occupies a space of only 8 by 
21 by 30 in. 

The capacity may be still further 
increased by spreading starched cloth- 
ing out over the top after the rods are 
all filled where it will dry without 
crumpling. If a smaller rack is de- 
sired it can be obtained by merely 
folding the legs inward and condens- 
ing it to about half the regular size. 
By drawing the legs outward the rack 
is extended to a horizontal position, 
making an excellent support for air- 
ing mattresses, bedding, etc. 

When extended and hung upon two 
hooks, and screwed into the wall, the 
rack makes a good wall rack which 
takes up but little space. 

The “Boss” is strongly built of clear 
white bass wood. It stands firmly and 
will support any desired weight. Each 








The “Boss” folding clothes rack -° 


rack contains sixteen rounds measur- 
ing 2% ft. long, sixteen end pieces and 
four legs each 22 in. long, also four 
braces, 13 in. long. It stands 4 ft. 
high when in regular use and 6 ft. 
high when used as a wall rack. 


“Chicago” Lawn Mower 


The Whitman & Barnes Mfg. Com- 
pany, Akron, Ohio, has added a new 
type of lawn mower to be known as 
the “New Chicago.” 

This machine has a three-blade reel 
with 8%-in. drive wheels and is of 
the solid wheel type. It is made in 
four sizes, 12, 14, 16 and 18 in., and 
is handsomely finished in gold— 
striped black. 

It is built to meet the demands for 
a low-priced machine, the company 
states, and has been subjected to sev- 
eral years’ tests before being placed 
on the market. 

















New “Chicago” lawn mower 
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No. K-90 Bachelor Set 


A new article for bachelors is the 
No. K-90 set, recently placed upon the 
market by the Novelty Mfg. Com- 




















No. K-90 bachelor set, made by the Nov- 
elty Mfg. Company 


pany, Waterbury, Conn., and 101 
Park Avenue, New York City. The 
company states that this article is 
strongly made and contains about 
everything a bachelor would care for 
in a condensed space. This set is 
especially adapted for the Christmas 
trade. 

The set measures 10% in. wide by 
16% in. over all. It has a large, 7-in. 
adjustable shaving mirror, a comb 
and brush tray, a glass, tooth brush 
holder and mug holder, towel bar and 
razor strop hook. 


Bent Wood and Semi-Bent 
Wood Churns 


The M. Brown Company, Wapa- 
koneta, Ohio, is manufacturing bent 
wood and semi-bent wood churns 
equipped with tight and loose pulleys, 





























The Bent Wood No. 0, 9$-gal. churn 


which are intended to be operated by 
power. 

The semi-bent wood churn operates 
upon the same principle as the com- 
pany’s bent wood churn, the differ- 
ence being in the construction. The 
semi-bent wood churn is made with a 
stave bottom and pierced ends and lid 
and by reason of using more narrow 
lumber, the price is cheaper than that 
of the bent wood churn, which is 
made with a one-piece bottom and lid. 
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Make Your Screw Drivers Sell 


Themselves 


This attractive display rack and Pexto Solbar 
Screw Drivers mean more sales at /ess cost. 


The display does a clerk’s work and more. It 
shows the most popular styles quickly and effectively 
and gives prices, if you desire. 


Finished in four colors—orange, blue, black and white. Takes 
up little room in the window or inside the store, yet can’t be over- 
looked. Stands or hangs equally well. Spring-clip ledge keeps 
screw drivers firmly in place. All the numbers, with weights, 
listed on the back. 


_ Pexto Solbar Screw Drivers have a solid steel bar extending 
their entire length, so that they withstand unusually hard use. 
The handle fits the hand and doesn’t slip. 














If your jobber can’t supply you | 
with this display rack, write us. 


The Peck, Stow & Wilcox Commun? 


Mfrs. Mechanics’ Hand Tools, Tinsmiths’ 
& Sheet Metal Workers’ Tools & Ma- 
chines, Builders’ & General Hardware. 





- Southington, Conn. Cleveland, Ohio 
Address correspondence 206 W. Center St., Southington, Conn. 
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Electric Heater for Automo- 
biles 


-The Consolidated Car-Heating Com- 
pany manufactures two types of elec- 
tric heaters for automobiles—one for 
the passenger and one for the engine. 
The passenger heater is designed for 
operation on high voltage in electric 
ears and on low storage-battery volt- 
tage in gasoline cars. It is made in 
the form of a foot rest with ample 
width so that two people can place 
their feet on it. The company states 
that the product is well built and com- 
pact. 

The engine heater is especially de- 
signed for use in cars that are laid up 
over night in garages without heat. 
It. is placed on top of the engine, the 
hood closed down and the heat thrown 
out is thus forced to circulate around 
the engine. It is stated that when this 




















Consolidated Car-Heating Company’s auto- 

mobile heaters. The engine heater is 

shown at the bop, passenger heater 
ow 


heater is used no trouble is experi- 
enced in starting due to the engine 
being cold. The heater is furnished 
with cord and plug for screwing into 
a lamp socket of the electric-lighting 
system of the garage. It is claimed 
that the operation costs but 1 cent an 
hour and that there is absolutely no 
chance of the heater causing a fire. 


Ideal Auxiliary Seats 


The Ideal Brass Works, Tenth 
Street and Canal, Indianapolis, Ind., 
are manufacturing the Ideal aux- 
iliary seats. The construction of 
these seats permits of high-class up- 
holstering and, with the company’s 
specially designed back and arm 
rests, makes them very comfortable 
for long, hard rides. 

When not in use the Ideal seats 
are completely out of the way. They 
do not take away leg room from 
passengers in the rear seat nor ob- 
struct the tonneau doors. It is 
stated by the company that it is not 
essential that the backs of the front 
seats be recessed as the Ideal seats 
can be folded down against the back 
of the ordinary front seat and pre- 
sent a finished appearance. 

A malleable bracket is placed in 
the floor of the tonneau and secured 
with bolts or screws. The leg or 








The Ideal auxiliary seat 


support, also a malleable casting, is 
attached to the bracket with an extra 
large pin, and so fitted that it moves 
freely forward and back and still 
does not permit rattling. When the 
leg is brought upright, a lug on the 
end of the leg comes into contact 
with a stop which is cast integrally 
with the bracket, always stopping the 
seat in correct position. 

The leg, when the seat is down, 
fits into a groove, so that it does not 
form an obstruction which occupants 
of the car might stumble over. The 
company states that the construction 
of the Ideal auxiliary seats makes 
them simple and very easily operated 
and installed. 


Dayton Airless Tires 


The Dayton Rubber Mfg. Company, 
Dayton, Ohio, is. marketing the Day- 
ton airless tire. These tires are nei- 
ther solid nor pneumatic and do not 
contain compressed air. They are not 
tire fillers and cannot puncture nor 


a 
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blow out, eliminating, the company 
states, the necessity of carrying extra 
casings, inner tubes, pumps, etc. In 

















The Dayton airless tire 


appearance they are exactly like the 
pneumatic and are claimed to ride just 
as comfortably. 

This tire is constructed of high- 
grade rubber reinforced with fabric 
and supported by piers of live, resil- 
ient rubber, which carry the load. It 
will fit any clincher rim, being inter- 
changeable with the pneumatic tire. 

The company states that when a 
Dayton airless tire encounters an ob- 
struction, rubber is displaced instead 
of air. These tires are made with 
open spaces between the piers into 
which the rubber bulges, thus causing 
only a slight vibration. 


“Powersteel” Truckline 


The Broderick & Bascom Rope Com- 
pany, St. Louis, Mo., is manufacturing 
the “Powersteel” truckline which is a 
steel-wire towline and which it claims 
is designed especially for heavy tow- 

















The “Powersteel”’ truckline 


ing, and is made of yellow-strand 
“Powersteel” wire rope. The “Power- 
steel” truckline is about 18 ft. long 
and % in. in diameter. It coils up flat 
and takes up very little room and its 
rated breaking strain is 12 tons. 
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Do you know 
a man who 


would like to have a 
real shave—a real 
7 shave — every morn- 
ing > 





Do you know what that 
man would think of you if 
you would find it for him? 


Every Penn-Sheffield 
Blade is a blade 


that shaves 


(not one in three, but every one) 


That's your answer. Ihe 
man will give you his blade 
business—there’s money in 
that. He will think well of 
you and your store and the 
other things in it—there’s’ 
still more money in that. 





Penn- Sheffield Blades are great profit-makers and ae 


business builders. Z 
4 


H.A. 
11-18-15 
Send 
/ compl 
plete 
vf information 


- about Penn 
Razors and 
. # Blades. 
" / 
/ 


A C P enn, Incorporated LE NBD aa 


100 Lafayette Street, New York J / a © Penn, inc, 100 Lafayette St. 


4 


Sign the coupon for further information. 


























88 


The Benn Tire Pump 


The Benn Pump Works, 3 Tremont 
Row, Boston, Mass., have lately 
placed on the market the Benn en- 
gine driven tire pump. It is stated 
by the manufacturers that this pump 
can be permanently installed on a 
motor car in less than an_ hour. 
These pumps are of all-metal con- 
struction. The connecting rod is of 
bronze and the other parts are of 
east iron, malleable iron, and drop 
forgings with cut gears. 

The materials and workmanship 
embodied in this pump are stated to 
be of the best. Every pump is guar- 
anteed by the makers to be mechan- 
ically perfect, and all pumps are 
tested to 150-lb. pressure and care- 
fully inspected before leaving the 
factory. Any defective part or parts 
will be replaced free of expense with- 
in one year. 

The company states that the Benn 
engine driven tire pump will instant- 
ly inflate ‘tires with oil-less air, sav- 
ing time and energy. The Benn pump 
is permanently attached to the auto- 
mobile and is therefore ready for use 
at all times and does its work without 

















The Benn engine driven tire pump 


any exertion on the part of the mo- 
torist. 

The Benn tire pump measures 6 in. 
high, 44% in. wide and weighs 3 lb. 
It is supplied complete with hose and 
a gage, brackets and a gear, ready 
for installation. It sells for $8, and 
is adapted for use on Overland, 
Buick, Chalmers and Hudson cars. 


A New Accessory Display 
Case 


The Detroit Show Case Company, 
476-490 West Fort Street, Detroit, 
Mich., is placing upon the market a 
new automobile and cycle accessory 
display case which is shown in the ac- 
companying illustration. This case is 
made with a series of drawers, each 
draw removing independently. These 
drawers are arranged in tiers, each 
row extending beyond the one above. 
Each drawer has a bronze pull and a 
eard holder. 

The show case has an oak or birch 
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New accessory display case, brought out by the Detroit Show Case Company 


frame, finished as ordered. (The 
standard stock finish is golden oak.) 
It has a beveled plate glass top in two 
pieces, in lengths over 5 ft., double 
strength glass in the front and ends. 
The case is 25 in. wide and 42 in. high. 
These cases are made in lengths of 
4, 5, 6, 8 and 10 ft. These different 
lengths have 25, 35, 40, 55 and 70 
drawers each respectively, and sell for 
$41.60, $48.75, $58.50, $78 and $97.50. 
These prices are f. o. b. factory. The 
cases are shipped knocked down, ef- 
fecting a saving in freight charges. 


Simons’ “Auto Kleen” and 
Polish Paste 


The Simons Mfg. Company, 2121 
Michigan Avenue, Chicago, IIl., is 
manufacturing Simons’ “Auto Kleen” 
and polish paste. Simons’ “Auto 
Kleen” is put up in combinations con- 
sisting of a can each of “Auto Kleen” 
and polish paste. The “Auto Kleen” 
is a preparation for cleaning var- 
nished and enameled surfaces and, on 
automobiles, it is used to remove 
dullness, water spots, blemishes and 
tarnish. 

The company states that it will not 
injure the finish of a car. The polish 
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AUTO KLEEN 

















A package of Simons’ “Auto Kleen” 


is applied after the car has been 
cleaned and it provides a hard, glass- 
like surface which withstands ex- 
posure and lasts for a long time. 

The “Auto Kleen” is adaptable for 
household use. The cleansing prep- 
aration removes white spots, water 
stains and hot plate marks from fur- 
niture, and the polish provides a bril- 
liant finish which, the company 
states, lasts indefinitely. It is useful 
for polishing pianos and fine ma- 
hogany furniture. Simons’ “Auto 
Kleen” is put up in $1 combinations. 


New Oakes “Kranklock” 


The Oakes Company, Indianapolis, 
Ind., has brought out a new device 
which is called the Oakes “Krank- 
lock.” 

The “Kranklock” is a combination 
starting crank holder and_ license 




















The Oakes “Kranklock” 


bracket fastened to the front of the 
Ford car. Among its advantages are 
that it holds the starting crank up- 
right and rigid; that it can be locked, 
thus making the car theft-proof; also 
that it provides a logical place for 
the license number and holds it se- 
curely. 

The Oakes Company is the manu- 
facturer of the Oakes “Beartone” 
horn, the Oakes fan-horn pump, the 
Oakes fan-pump, etc. 


Air-Friction Spark Plugs 


The Air-Friction Carburetor Com- 
pany, First and Madison Streets, 
Dayton, Ohio, is marketing the Air- 
Friction spark plugs. It is pointed 
out by the company that a special 
grade of porcelain is used in the 
manufacture of these plugs, which 
is fashioned so that it does not come 
down in close proximity to the spark- 
ing point, and this feature renders 
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ARATHON TIRES have long 

been recognized as the super- 
quality Tires. They well deserve their 
enviable reputation—there are no better, 
sturdier Tires made. 








Pe Pe 


—And now the makers of these ‘‘Masters”’ 
announce the perfection of the Marathon 
‘““Whip-Cord” Tire. A perfect Cord—strong 
enough to carry the heaviest car—light and 
resilient enough to add mileage to the Electric. 


There are no metal parts in the beads to gnaw and 
chew—they can be repaired with ease at any repair 
shop, and they are made in all types, styles and sizes. 


They are not an experiment, but a proven product—tried,*tested and found perfect. They 
will give you easier riding, lower your gasoline bills, and increase the power of your 
engine 25%. Other than these, there are no Cord Tires manufactured entirely by hand 
and cured by the famous One-Cure, Wrapped- Tread process. [he guarantee is 5000 
Miles. They are the only Cords with a definite mileage guarantee. 


Here is a Wealth of Opportunity for the Dealer—a better Cord than any other and at a lower price per mile ! 


There is bound to be a big demand— There is still some territory open— 
are you going to reap the profits? the Agency is an Exclusive one! 


Write at once for full particulars! 


The Marathon Tire & Rubber Company, Cuyahoga Falls, Ohio 
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it almost impossible for the plug to 
soot and foul. 

The electrodes are extra heavy and 
on this account they are not easily 
burnt out, while the three points are 


























One of the Atr-Friction spark plugs 


claimed to insure a spark under any 
conditions. 

These spark plugs are made in the 
following sizes: 44-in. standard, long; 
%-in. standard, %-in. A. L. A. M., 
long; %-in. A. L. A. M., motor cycle, 
metric and Ford. 

The company manufactures three 
grades. of spark plugs. The com- 
pany’s mica spark plug, with three 
points, nickel finished, sells for $4.20 
per dozen and $35 per hundred. The 
standard porcelain spark plug, with 
three points, nickel finished, is listed 
at $3.60 per dozen and $25 per hun- 
dred. Another porcelain spark plug 
made by the company having a sin- 
gle point and with a blued finish is 
priced at $3 per dozen or $20 per 
hundred. 


“Buckeye” Cleanser 


The Davies-Young Soap Company, 
Dayton, Ohio, is manufacturing the 
“Buckeye” cleanser which it claims is 
a very effective cleanser for automo- 
bile use. The company states that 
none of the ingredients of their 
cleanser will hurt the finish of the fin- 


est car. The company states further. 


that the car owner can come in with 
his car spattered with mud, grease or 
oil, give his car a bath with “Buckeye”’ 
cleanser, and his machine will look 
bright and new in very little time. It 
is claimed that this cleanser cleans 
quickly, restores the luster, preserves 
the finish, saves painters’ bills, is as 
harmless as clear water, and that it 








“Laco” Oil and Grease Guns 


The Lubricating Accessories Com- 
pany, Paterson, N. J., is manufactur- 
ing “Laco” grease guns which they say 
are something new in this line. It is 
claimed that all joined parts are riv- 
eted and that there is absolutely no 
solder used in their construction. The 
company states further that the han- 
dle is riveted to the piston and is ab- 
solutely solid and that the cylinders 
are constructed of extra heavy steel 
tube 1% in. in diameter and 9 in. long. 
The plungers are made of specially 
selected cork and the cylinder is ta- 
pered at the lower end and threaded 
to fit the %-24 tap hole in Ford differ- 
entials. By this the company claims 
it is possible to load and discharge the 
heaviest grease as well as the lightest 
oil or gasoline with the greatest facil- 
ity. 

Laco No. 1, which is a steel cylinder, 
brass plated and lacquered, has one 
5-in. curved oil spout and one 2-in. 
straight spout and sells for 50 cents. 
The Laco No. 2, which is identical 

















“Laco”’ oil and grease guns. Upper cut 
illustrates No. 2; lower cut No. 1 


with No. 1 with the exception of a 
flexible spout, seils for 75 cents. The 
company states that it can furnish 
cork. plungers to replace worn out 
plungers at any time at 5 cents each. 


New Spring Oiler Strap 


The Leather Tire Goods Company, 
Niagara Falls, N. Y., has recently 
brought out a spring oiler which con- 


























“Buckeye” cleanser 


can be used for all cleaning purposes 
from polishing pianos to the cleansing 
of tile and marble. 


New spring strap oiler, brou ht out by 
the Leather Tire Goods Company 


sists of a strap having wicking on the 
inside, designed to be buckled around 
the spring just inside of the clip which 
holds the leaves together. This is the 
point where there is most motion be- 
tween the leaves and the oil from the 
wicking works between the leaves 
when they are in motion keeping them 
lubricated and making the springs 
ride easier and less liable to be broken. 

These spring oiler straps have the 
advantage of being unbreakable, being 
adjustable so that one size fits all cars. 
They are very easy to put on and very 
easily oiled after they are in place. 
They retail at 25 cents each, making 
a full set for a Ford cost only $1. 
Other cars require from eight to six- 
teen, according to the type of springs. 
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The “Jensen” Tire Pump 


The W. H. Howell Company, Ge- 
neva, Ill., has placed upon the mar- 
ket the “Jensen” tire pump. This is 

















The “Jensen” tire pump 


a fulcrum pump, that is, it gives and 
takes with the motion of the bcedy. 
It-is stated by the company that one 
can pump against 90 lb. pressure 
with this pump with but little effort. 

Another point strongly brought out 
by the manufacturer is that the in- 
flation of tires is quickly accom- 
plished with the “Jensen” tire pump. 
This accessory will fit any tool box 
and it is inexpensive and will last 
for a long time. 

The cylinder is made of seamless 
brass tubing, the side parts being of 
steel, which the company points ef- 
fects a combination of lightness and 
strength. The plunger rod is of cold 
rolled steel and the leather cup is of 
the best quality leather. It is stated 
that, in every way, this pump is 
made with the idea of allowing for 
the greatest wear and usage. The 
pump sells for $5. | 


“Whiz” Hand Soap 


The Davies-Young Soap Company, 
Dayton, Ohio, is the manufacturer of 
“Whiz” hand soap, which it claims is 
a new kind of cleanser and an innova- 
tion in soap making. It is stated by 
the company that this soap scours 
anything, is antiseptic and sanitary, 
and will cleanse the softest hands 


- without injury. It is said to be a toi- 


let soap with scouring properties, and 
to be especially effective in removing 
grease and dirt from the hands that is 

















“Whiz’ hand soap 


acquired while working around an au- 
tomobile. The soap retails for 10 
cents a can. 
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Actual Size 
3-inch “Plain Tread” 
FIRESTONE 


Fig. 1}. 4 plies of fabric in Firestone 
—3 plies in the ordinary. 









fabric layers in Firestone 
—notin the ordinary. 


iq Fig. 3. 1-l6inch finest rubber cushion layer in 
“@ stone —not in the ordinary. 


high-grade rubber in Firestone 
—same quantity in others. 


—3-16 inch in the ordinary. 
in Firestone —same quantity in others, 


strength in the Firestone —same 
size bead in others. 


or 30 x 3 Fire- 
stone—less than hy 
5%morethan / 
four widely / 
advertised (“aa 
makes. 
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Firestone Tire 


Accessories 
for 


Automobiles 
and 


Motorcycles 


Quick service counts long 
with a motorist in trouble. 
Be ready to furnish im- 
mediate aid to regular trade 
and all chance comers. Put 
these in your stock. 


Hook-On Boots for Clinch- 
er or Straight Side Tires 


Lace-On Boots 

Blow-Out Patches 
Cementless Tube Patches 
‘“‘Cure-Cut’”’ Cement 

Air Pressure Gauges 
Tire Tape, Tire Mica, Etc. 














4 Fig. 2. Extra coating of finest rubber between 


Fig 4. 1-16inch breaker strip of high-grade fabric and 


Fig. 5. 1-4inch tread, tough, resilient, in Firestone 
Fig. 6. 1-16 inch side wall of strongest rubber 


Fig. 7. Bead of extra cohesive 





Yetyoupay only$9.40 7 
this 
























Firestone Tire and Rubber Co. 


“America’s Largest Exclusive Tire and Rim Makers’’ 


Akron, O.—Branches and Dealers Everywhere Tread Skid | Grey | Red 
30x3 $9.40 $10.55 | $2.20 $2.50 

30x3% ~=—s-:111.90 13.35 | 2.60 2.90 

32x3% | 13.75 | 15.40 | 2.70 3.05 

34x4 19.90 | 22.30 | 3.90 4.40 

34x44 | 27.30 | 30.55 | 4.80 5.40 

36x4% | 28.70 | 32.15 | 5.00 5.65 

37x58 | 35.55 | 39.80 | $.95 6.70 

j 38x51 | 4600 | s1.so | 675 7.55 
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To Live 
Dealers 


Your customers are buying Fire- 
stone tires and tubes at these low 
prices in increasing numbers. Why 
not supply them yourself? Firestone 
quality is building business for deal- 
ers everywhere. 




























Fire- 
















Study the section to the left and you will see the 
r asons. The same relative values apply to all sizes. 
All these extra values are made possible by Firestone 


specialization in the largest exclusive tire plant in the 
world. Let Firestone build business for you. 


For several months past Firestone advertisements have shown 
cross-sections of Firestone tires in actual sizes, with a diagram and 
explanation of the Firestone construction and exclusive points. It 


is the most convincing presentation of tire 
facts ever given. These sections show 


these things—the mileage proves 
them. 


Firestone sells not only TO 
dealers but FOR them— 
there’s no end to the mer- 
chandising value of Fire- 
stone co-operation—book- 
lets, inserts, catalogs, sta- 
tionery, Firestone signs, 
handsome ornaments and 
fine business getters FREE. 
Movie slides, window dis- 
plays, tube bags for trade 
—circular letters, electro- 
types. Send for free Ce- 
mentless Tube Patch. Get 
book No. 82. “The Care 
and Repair of Tires.” 
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Firestone Net Prices to Car Owners 
Round Non- 
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NOTES OF THE RETAIL HARDWARE TRADE 


ROGERS, ARK.—The Rogers Hardware Company, for- 
merly owned by —., Wi Wighton & Cain, has been purchased 
by W. G. Deason, enn. The firm name will 
remain unchanged, int “the stock will consist of a line of 
buggy whips, builders’ hardware, children’s vehicles, fishing 
tackle, hammocks and tents, heating stoves, heavy farm 
implements, kitchen housefurnishings, mec ics’ tools, sew- 
ing machines, silverware, washing machines, etc. 

SANTA ANA, CAL.—E. E. Vincent’s interest in the Cres- 
cent Hardware Company has been acquired by G. B. Roth. 
No change is contemplated in the company’s name. 

A. G 


WHEATLAND, CAL.—The hardware business of 
Stagner has been sold to Burchell and Batey, who will deal 
in automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s valiiéion, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, — oils, varnishes and glass, 
plumbing department, ultry supplies, prepared roofing, 

pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
toys and games, wagons and buggies and washing machines. 

ROCKFORD, ILL.—A. H. King has leased a building on 
North State Street, and opened a hardware store. He will 
conduct business under the name of King’s Hardware, and 
deal in the: following, on which he requests catalogs: Auto- 
mobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, cream separators, crock- 
ery and glassware, cutlery, dairy supplies, dog collars, dyna- 
mite, electrical household specialties, fishing tackle, furnaces, 
furniture department, galvanized and tin sheets, gasoline en- 

nes, hammocks and tents, harness, heating stoves, heavy 
arm implements, heavy hardware, home barbers’ supplies, 
iron beds, kitchen cabinets, kitchen oe ei tee er ony lime and 
cement, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, ‘oils, varnishes and glass, plumbing department, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
re se nage sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys and games, wagons and buggies 
and washing machines. 

DELTA, IOWA.—McCarty & McGee have disposed of their 
stock of hardware to J. E. Vittetoe. 

GARRISON, IOWA.—The implement business of O. W. 
Stevenson has been bought by Albert A. Brown. 


ROCKWELL CITY, IOWA.—wWilliam Hinton of Lake City, 
has on Son wll be the business of Parsons & Son. W. M. 
Hinton & n will be the new firm name. Their stock will 
comprise base , belting and packing, bicycles, buggy 
whips, Guiliers™ jk wang children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, fishing tackle, 
galvanized and tin sheets, gasoline engines, harness, heating 
stoves, heavy farm implements, heavy hardware, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes and 
oe en poultry sup lies pumps, ranges and cook stoves, re- 

igerators, shelf ware, silverware, sporting goods, tin 
shop, wagons and buggies and washing machines. 

CALDWELL, KAN A. H. Detrick, who has been estab- 
lished in business for the past thirty-one years, will erect a 
warehouse 50 x 100 ft. 

URTLAND, KAN.—John Studley has commenced busi- 
ness, dealing in baseball s, buggy whips, children’s 
vehicles, churns, cutlery, dairy supplies, dog collars, fishing 
tackle, galvanized and tin sheets, gasoline engines, hammocks 
and tents, heating stoves, heavy hardware, lubricating oils, 
paints, oils, varnishes and glass, plumbing department, ranges 
and cook stoves, sewing machines, shelf hardware, silverware, 
eoine goods, tin shop and washing machines. Catalogs 

uested. 





‘2 





Davis has ye a hardware store 

treet, no a agg Te stock of automobile 
accessories, bicycles, b whips, builders’ hardware, cut- 
lery, electrical household specialties, fishing tackle, furniture 
department, as stoves, mechanics’ tools, paints, oils, var 
nishes and glass, pumps, ranges and cook stoves, shelf Lent 
ware and si coos 


IOLA, KAN.—Har 
at 12 West Jackson 


LA FONTA og a a A hardware business of Surber 
& Hill ne ie ye M. Brockway, formerly of ae 
donia. He will cont aoa t tH his own name, and carry 
stock consisting of baseball goods, buggy eo builders’ 
hardware, children’s vehicles, churns, cream 
rockery and glassware, cutlery, dairy supplies, fishing tackle 
furniture department, galvarized and tin sheets, 
—s stoves, heavy farm implements, heavy BR Hy 
home barbers’ supplies, lubricating oils, pumps, ranges and 
cook stoves, shelf hardware, silverware, sporting goods, toys 
and games, wagons and buggies and washing machines. 
SPRINGFIELD, MASS.—F. E. Carlisle, president and 
treasurer of the Graves Hardware Company, has bought the 
buildings at 322-324 Main Street, and the six-story annex di- 
rectly in the rear. This step was necessary owing to the 
company’s increase in business. 
BYRON, MICH.—The hardware firm of Davids & Roof has 
been dissolved, Guy A. Davids having purchased the interests 
Roof, who retires from business. Mr. Davids will 
continue under his own name, and requests catalogs on hard- 
ware. 
LINDSTROM, MINN.—A. Swanson & Sons are successors 
to A. G. Campbell. 
OLLIE, MONT.—A hardware business has been established 
by D. F. "Wilson, who will carry buggy whips, cutlery, dairy 
pplies, furnaces, Ivanized and tin sheets, heating stoves, 
kite en housefurnishings, mechanics’ tools, plumbing depart- 
ment, pumps, ranges -and cook stoves, shelf hardware, tin 


shop and vor, machines. 
NORFOLK, Balfour ~ in possession of the 











B.—L. C. 
stock formerly owned by Gustave Hahn 


_ machines of the Dakota Hardware Company. 


RALSTON, NEB.—C. M. Skinner has sold his hardware 
business to E. Price and Alfred Adams. The Adams-Price 

Company is the new firm name. It will deal in baseball] 
goods, bathroom fixtures, belting and packing, bicycles, bug 

whips, builders’. hardware, churns, cream separators, wa 
ery and glassware, cutlery, dairy supplies, dog collars, dyna- 
mite, shosteioal household specialties, fishing tackle, furnaces, 
furniture department, galvanized and tin sheets, hammocks 
and tents, harness, heating stoves, home barbers’ supplies, 
iron beds, kitchen cabinets, kitchen housefurnishings, lino- 
leum, mechanics’ tools, oil cloth, paints, oils, varnishes and 
giass, plumbing department, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, silverware, sportin 
goods and washing machines, on which catalogs are request 


LAURENS, N. Y.—Robinson & Cheney, who bought the 
stock of A. Ss. Gray, comprising crockery and glassware, cut- 
lery, fishing tackle, linoleum, lubricating oils and toys and 
games, have sold it to W. E. Wart, who requests catalogs. 


CANTON, OHIO.—The Letherman Gehman Company has 
been incorporated with a capital stock of $75,000, to eel in 
hardware, etc. The incorporators are George ‘Letherman, 
ee ‘and general manager; E. L. Gehman, H. W. Shriver, 

. Smith and Minnie L. Letherman. 

cau GIBSON, OKLA.—The Fort Gibson Lumber & Hard- 
ware Company has succeeded the Burnett Lumber & Hard- 
ware Company, with Frank Leonard in charge. The com- 
ae requests catalogs on baseball goods, bathroom fixtures, 

uggy whips, builders’ hardware, building paper, cream sep- 

arators, crockery and glassware, dairy supplies, dog collars, 
fishing tackle, galvanized and tin sheets, gasoline engines, 
heating stoves, heavy farm implements, heavy hardware, lime 
and cement, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hardware and washing 
machines. 

TULSA, OKLA—M. C. Hale has started to build a two- 
story and basement building, 70 x 120 ft. He will utilize the 
entire building, and will in the near future establish a wagon 
and implement business. In addition to a complete stock of 
hardware, a line of farm machinery, tractors and motor 
trucks is carried. 

CLAREMONT, S. D.—The Home Lumber Company has 
been incorporated as successor to the Abraham-Hult Lumber 
Company, dealing in hardware, lumber and furniture. The 
headquarters of the company are at Aberdeen, and the incor- 
porators are E. Moor, William Mitchell and William Hasse. 
Catalogs requested on automobile accessories, harness and 
shelf and heavy hardware. 

DALLAS, S. D.—Lewis & Hansen have bought the stock 
of Usher & Hansen, which consists of automobile accessories, 
baseball goods, belting and packing, churns, cutlery, fishing 
tackle, gasoline engines, shelf hardware, silverware, sewing 
machines, washing machines, etc. A new implement store is 
now being built, 40 x 60 ft., which will be ready about Dec. 1. 


MOBRIDGE, 8S. D.—P. W. Bowler has acquired the stock 
of belting and packing, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, electrical household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, harness, 
heating stoves, beavy farm implements, heavy hardware, lu- 
bricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, wagons and buggies, and pate ee 

No change wil 
be made in the company’s name. W. J. Perry will continue 
as manager. 

ROBSTOWN, TEX.—The Baker-Voss Hardware Company 
has been incorporated to deal in automobile accessories, belt- 
ing and packing, buggy whips, builders’ hardware, building 
paper, children’s vehicles, crockery and glassware, cutlery, 
dog collars, fishing tackle, hammocks and tents, harness, 
heavy hardware, home barbers’ supplies, lubricating oils, 
mechanics’ tools, paint, oils, varnishes and 
supplies, shelf hardware, sporting goods, etc. 
stock is $6,000, and the incorporators are W. B. 
others. Catalogs requested on machinery, harness and kitchen 
house ishings. 


WILBUR, 

ny has in 
stock includes automobile accessories, 
room fixtures, belting and packing, bicycles, b whips, 
builders’ hardware, building paper, children’s vehicles, churns, 

cream separators, crockery and glassware, cutlery, dairy sup- 
plies, dog collars, dynamite, electrical household specialties, 
fishing tackle, furnaces, furniture department, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, poultry 
supplies, pumps, rators, sewing machines, shelf-hard 
ware, silverware, sporting goods, tin shop, toys and games, 
wagons and buggies and washing machines, on which cata- 
logs are requested. 

LA CROSSE, WIS.—The Fred Kroner Hardware Company, 
doing both a wholesale and retail business, is celeberating its 
fiftieth anniversary. 

PEWAUKEE, WIS.—Henry Davy has disposed of his stock 
and business to the W. A. Akin Hardware Company. The 
new firm requests catalogs on the following: Bathroom 
fixtures, belting and packing, bicycles, builders’ hardware, 
building paper, children’s vehicles, crockery and glassware, 
cutlery, fishing tackle, furnaces, galvanized and tin sheets, 

line engines, hammocks and tents, heating stoves. heavy 
ardware, itchen cabinets, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, sporting goods, tin 
shop and washing machines. 

WAUPACA, WIS.—The hardware store owned by Fred- 
erick L. Parish for some years, has been sold to C. L. Chris- 
tenson and Theodore Nelson, who will continue the business 
under the title of Christenson & Nelson. 


WASH.—The Lawrence-Camp Hardware Com- 
its capital from $25,000 to $50,000. Its 
baseball goods, bath- 
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Business is booming! 
: ; 1| Merchants everywhere tell our 800 salesmen 
that business is booming. 





We have had two record crops, at big prices, 
with big demand at home and abroad. 


We have a record mineral production. 


Stocks of manufactured material are short, 
and labor is in great demand at high wages. 


Exports largely exceed imports. 
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Foreign competition is less than ever. 
U. S. securities are coming home. 
Factories are busy, many working overtime. 


More freight cars are needed, and steamers 
are taxed to capacity. 


We have the best money in the world, more 
of it than ever before, with easy credits. 
Handreds of millions loaned to other nations 
and record-breaking importation of gold. 
Such a combination of favorable circum- 


stances never has occurred before, and 
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é Billions of dollars are passing over the mer- 
Z| chants’ counters. The people who spend this 
money want the best service. 

They demand it in all kinds of stores,.from — 
the smallest to the largest. 

They get it in stores which use our up-to-date 
Cash Registers, which quicken service, stop 
mistakes, and increase profits. 

Over a million merchants have proved our 
Cash Registers to be a business necessity. 


9 loot Puliroen 
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TUBULAR RIVET AND STUD Co., BOSTON i atin cose U.S:A. 
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EMPRESS «eréasettrs The Cups shown 
represent only 
? cd a part of our 
Leather Packed Short Pat. Marine line. 
BOWEN, MEG. CO. i fr ul 
CATALOGUE ON APPLICATION information. 
r Ask 
a a 2 . 4 a Wing Top for Catalogue L. 








An instant repair for broken 
chain; actually neater looking and 
stronger than the link. Steam 
Shovel Engineers, Drainage Con- 
tractors, Loggers, Mining Oper- 
ators, Railroads, in fact, anyone 
who uses chain ought to know of 
and use Missing Links. 


“The Missing Link” 


Sizes 4 Inch to 156 Inch. 


U 


Drop Forged from High Grade Steel. 





PATENTED 





‘forced hole make 


ACTUALLY REPAIRS ANY 
CHAIN BETTER THAN NEW 


it is the only Link as Strong as Same Size Chain 


Just place the two halves to- 
gether and head over the rivet- 
pins. 

The interlocking lug and rein- 
it twice as 
strong as any other link. It takes 
but a minute to insert it, saving 
expense and much valuable time. 
Use this link; take no chances. 
Lose No Time in Repairs. 


Send for illustrated catalogue showing 1500 articles of Marine Hardware, etc. 


THOS. LAUGHLIN COMPANY -:- 


Portland, Maine 














Profitable Reflection 











1. More than half the nails sold annually in the 






I IN NN es ca acs nes CAPEWELL 
2. There'll be more “Turn Overs” each year if I 

ae x 6 5 REE Sos 6ns'50 bawioiesas cows 2 
3. The year’s profit on the money invested will 

i OMRIENE UTI Sons 5 a cc cine neces " 


Best nail in the 


world at a fair 
eee a The Capewell Horse Nail Company 
oe the checked Hartford, Conn., U. > A. 


head Trade Mark. THE WORLD’S LEADING HORSE NAIL MANUFACTURERS 
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The Classified Directory appears In the first Issue of each month 
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SCREW PLATE for “lh, Ga 
AUTOMOBILES 
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New Car, Bill? 
Combination Screw Plates No! New Radiator 


Containing both United States 





_ and S. A. E. Standards A Py nae 2 gee new m Som 

. ‘ tended V-Front and highly polished brass 
Contain Taps, Dies, Stocks, Tap Wrenches ; or German silver finish lends an air of dis- 

a separate collet for each and every die. A tinction that wonderfully improves the ap- 


bit brace die holder for dressing over threads pearance of a Ford car. 
Bill certainly made a.good investment here. In ad- 


in hard-to-get-at Pp laces. dition to having a better looking car he is certain 
One of these sets should be In every , Sama age to have freedom from all overheating and leaking 
and repair shop. Send for the circular, “Tools troubles. 


for the Automobile.” Every Ford owner in your town is a live prospect. 
Write for prices and information. 


Wells Brothers Company, Division 


Greenfield Tap and Die Corporation Rome -Turney Radiator Co. 
GREENFIELD, MASS. 110 Canal Street ROME, N. Y. 
New York Chicago London Galt, Ontaric 
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TRADE MARK REG. U.S. PAT. OFF. 


OILS 








AND 

is “|i GREASES 
Holds Never | jj 

the Sas Hi These pure oils are put up in quantities ranging 

Il from one gallon cans to barrels, also in iron drums 

Door the HH of 15, 30 and 50-gallon capacities, The latter come 

Oven” Way” | equipped with convenient faucets and are highly 

pe popular with motorists maintaining private gar- 


ages. We also put out a special Ford can easily 
carried under the hood in Ford cars, and flat one- 
gallon can that fits any standard tool box. 














Some of your customers may not know this, so 


4 i drop the hint and in most cases they will thank 
Ht you for the information. 
| HARRIS OILS are America’s 


Leading Lubricants. “A Little 


Garage Door Holder ~~ A Lang. Wey And Every 





No. 1914 ; 
ABOVE CUT SHOWS HOLDER IN OPERATION A. W. Harris Oil Co. 
326 S. Water St., Providence, 
THE GRIFFIN MAN’FG CO. R. I. 
7 Se ERIE, PA. 17 E, Loke St. Branch: ho Tian a Ave., 
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You, “Mr. Hardware Man,”’ 


can sell 


Peerless Automobile 


Specialties 
‘‘ Make Old Cars Look Like New’’ 


hey are advertised 
BEC AUSE! The goods are right 
Tour customers buy 

your goods 
We say the goods are right and sell, Because they 
have been sold by us for over five years, with a steady 
stream of repeat orders. Also, since we now sell over 


6,000 Auto Painters in U. S. and Canada this line, #¢ ¢s 
positive proof. 


All goods sold at one uniform retail price. The 
name of each product tells its use. PEERLESS:— 
Mohair Top Dressing, Leather Top Dressing, Lining 
Dye, Cushion Dressing, Lamp Enamel—gloss or dull 
finish, Cylinder Enamel—black or gray, Ford Top Dress- 
ing, Auto Body Polish, Anti-Rust Rim Paint, Mirroroid 
—a varnish renewer—Jet Black Fender Japan, Acid- 
Proof Battery Box Black, Extra Fine Black Japan. 


We advertise that the goods are sold by jobbing and 
retail hardware stores. Write for descriptive catalog 
and discounts. 





PISTON RINGS 
aii, 


4 ‘Your | 
pe Safeguard 


LE55 (ARBON:MORE POWER 


EVER TIGHT PISTON RINGS have perfect elasticity from 
three points. meaning an even distribution of pressure all around, 
and a decrease in friction. You do not have to rebore cylinders. 
A FEW “EVER TIGHT” FACTS 

EVER TIGHT PISTON RINGS produce perfect compression 

EVER TiGHT PISTON RINGS produce more power 

EVER TIGHT PISTON RINGS decrease maintenance cost 

EVER TIGHT PISTON RINGS eliminate carbon troubles 


EVER TIGHT PISTON RING CO. 1426 Chestnut St. St. Louis, Mo, 





Made only by 


THE COLUMBUS VARNISH CO. 


Columbus, Ohio 


Over 23 years makers of Fine Varnishes 























What Every Ford Car Owner Needs 


WITH OUR 


S & B Ford Carburetor Adjuster 


IN EVERY CAR 


Whether large or small there is room 





and comfort for extra passengers. 


McKINNON 
FOLDING CHAIRS 


solve the problem. They fold com- 
pactly and you can carry a stock of 
them on your shelves with 
other small wares. 

Auto supply dealers aay 8 
where recognize them 
Standard. They are fit 
making trade builders. Your 
Auto Department is not com- 
plete without them. 


Write today for prices, 









He Knows at all Times How and 
When to Asa Bo Carburetor. 
NO GUE ORK. 
Ee CA ARBULBTOR 


Py yo 
MAKES FORD CARS THIEF 
PROOF. 


Retails 50 Cents. 
Complete Directions With Each. 
Satisfaction Guaranteed. 


This is the time of Rs when 
carburetors have to adjusted 
the most, due = eae in 
weather condition 

MR. DEA ALER—If your jobber 
cannot supply you, write us for 
our maili ist papas, also 
give your jobbers name 








McKINNON DASH 
COMPANY 
BUFFALO - - - 


Schosoer Manalactering Co. 
- Cloud, Minn. 











N. Y. 

















Pipe Connections are easily, 
quickly and safely made by using 


DIXON’S PIPE 


JOINT COMPOUND 


A lubricant (not a cement) which 
does not set or harden and per- 
mits the joint to be opened at any 
time, without injury to threads; 
a perfect rust preventive, proof 
against heat, acids or alkalies. 
Send for the booklet, “Graphite 
Pipe Joint Compound, ” No. 40-D. 


JOSEPH DIXON CRUCIBLE COMPANY 


JERSEY CITY, N. J. Established 1827 | 





POLSONS PATCHES 
OUTLAST THE TIRE ITSELF 
on they forever “stay put.” The rubber ends pre- 
Patches. They cost no more than others. 
POLSON RUBBER CO. 


THE OLD RELIABLE 
WON’T PINCH! 
Ny. POLSON’S PATCHES WILL 
y 
i Severe tests prove them the strongest patches 
made. Polson’s Blow-out patches can’t slip—once 
| vent pinching. Demand Polson’s Reliners, 
Blow-out Patches, Tire Boots and Tube 
ii, If your dealer can’t supply you, write us. 
\\ Catalogue sent free. 
\\ Manufacturers 
\ 331 Southwest Blvd. Kansas City, U.S.A. 
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Two Chains—two uses | «s Samson” = 
—One guarantee “Bull 


ELWELTRA Trace Chains Dog ox aI 








are admittedly the leader in their field, 66 99 

with no competition—and a few imita- oae 

tions. Our broad guarantee of qual- 

ity and service, and our policy of co- The first two are the strongest, most durable and best look- 

operating with the dealer are the main ing of all welded and weldless round wire chain. 
. . 1e are m e trom specia ns ren re D 

factors in their success. finished with the only finish that. positively “resiets rust. 

alvanizing Process. All sizes—No. 0 


Our Patent Hot Dip 
to 6. 


EL-WEL-CO-TI ‘‘Hodell’’ Chain has made “‘Back 


Numbers’’ of All Other 


is the best cow tie made, and like ° ° 
‘ELWELTRA it is without an equal. Flat Link Chains 

Ou . lo It’ de i ontinuous 1 ths f high ten- 
. F guar antee, and our policy of fur lic denen mat wise—net atameed ye ow ron ae : 

nishing just what we claim—full size iis oe others, i mmooth “ valent iste as cme 

° —Can str ‘ a m t 
to gauge—have made these chains any, other fat chain, size tor size. Made as ‘standard size 
. : ‘ vera 
popular with the live dealer Ss. We supply these chains wade ep ‘tate Serch wing Coates 


Hammock Chains, Well Chains, Ties and Tie-Outs, Halter 






Stock up on these two winners; you Chates, Dre, Leads, etc. Also in cartoons of 100 feet and 
can’t go wrong, and, as President Wil- Samples—Prices ? 
son says, you must be prepared. Send a card. 
SOLD BY YOUR JOBBER The Cleveland 
Galvanizing Works Co. 


MADE BY nN 


. Cleveland, 0. 
Standard Chain Company eds 
PITTSBURGH 
























A HAND TRAP AND CLAYS 
FOR THEIR SHOOTING DAYS 


The Ideal Holiday Gift 


FOR TRAPSHOOTERS 


Is a Box of 100 Clay Targets and 
A DU PONT HANDTRAP 
A practical, sensible, acceptable gift for the 


man or woman devotee of the popular and 
fascinating sport of trapshooting. 






HAT is the big question to dsk“your 




















% . jobber when buying galvar wy, hard- 
Get a Stock of Your Jobber /{ ware cloth and kindred products of woven }- 
and display in your windows. Our extensive s&s wire. : , 
advertising in sporting publications creates 4 If it is Ludlow-Saylor made,“yod can know that the | 
the demand. Tie your store to our trap- "| wires are true to mesh, thayevery roll will give its 
, Shooting promotion campaign—a year-round -] fall measure’of satisfaction’ and profit. BS, oP 
stimulant and trade-winner for the store sell- a Sides 8 ; 
ing DU PONT POWDERS. sudlow- aylor Wire Co. | 
. | 


FOR HANGERS, DISPLAYS AND ADVER- 
TISING HELPS WRITE TO SPORTING 
POWDER DIVISION 


E.I. DU PONT DE NEMOURS & CO. 


Powder Makers Since 1802 
WILMINGTON, DELAWARE. 


st. LOUIS _ MISSOURI rE 
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Magnetic Pocket Compass 


No. 5613 
FOR THE HUNTER 


a good pocket compass is a necessity. 
Are you prepared to meet the demand 
for good magnetic compasses during 
the coming season? Write to us for 
particulars about our 


K&E ARMY COMPASS 


U. S. Army Standard. A domestic product, 
made by us—very sturdy, substantial construc- 
tion — fine workmanship — attractive price. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street 
General Office and Factories - HOBOKEN, N. J. 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
516-20 Se. Dearborn St. 813 Locust St. 48-50 Second St. 5 Netre Dame St., W. 


DRAWING MATERIALS, MATHEMATICAL AND SURVEYING 
INSTRUMENTS, MEASURING TAPES 











Good Display 


Are you making every inch of 
stock space pay? Display a stock 
of GLEN Steel Mats in separate 
cartons on your shelves—you'll find 
they will not stay there long. 

We also help you sell these mats 
with advertising matter. Better 
write for prices and full details on 
our GLEN mat proposition. Ad- 
dress all inquiries to Dept. “H.” 


McKINNEY MBG. .CO. 
Pittsburgh, Pa. 
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Question— 


* Why has the WALLACE LAMP 
outsold all other portable lamps of 
similar character? 


Answer 


Because it is completely reliable. 
Because it is the handiest portable lamp 


® made. 
Because it retails for $2.25. 
Because the dealer’s profit is unusually 
large. 




















Because it will  sat- 
isfactorily stand, hang, 
“| clamp or stick in any 
place, in any position. 

Because its excellent 
selling qualities are 
used for extensive na- 
tional advertising. ; 

Cash in on that pub- 
licity by stocking up 
for the fall calls for 
Wallace Lamps. Get 
your share of the Elec- 
trical Prosperity which 
is ahead of us with 
these big sellers. 

Our sales proposition 
will interest you 
mightily. Write for it 
today—right now while 
this is before you! 


Wallace Novelty Co., 19-25 E. 24th St., New York 
































This is the time to con- 
sider Cobbler Sets, Shoe 
Lasts and Stands and 
Heel Plates. 


We happen to have The 
Best in the country. 


All good sellers that 
bring repeat orders. 


Shoe Lasts and Stands 


Comparison is the only 
proof, and all we ask. 


One shipment will 
insure more of the 
same kind. Try it. 





Empire 


Heel Plates Ask for'Catalog 14H. 







Star Heel 
Plate Co. 


LOUIS SACKS, Prop. 


Newark, N. J., 
U.S.A. 


MAK 
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“W & B LAWN MOWERS 
Plain and Ball Bearing 


We manufacture Lawn Mowers to meet the 
demands of all classes of consumers. 

Their superior Cutting Qualities, Handsome 
Finish and Durability make friends for Hard- 
ware Merchants. 


Send for catalog and literature showing the line in colors 


THE WHITMAN & BARNES MANUFACTURING COMPANY 


Established 61 Years 
GENERAL OFFICES AKRON, OHIO 


New York Office and Store, 64 Reade Street. Canadian Factory and Office, St. Catharines, Ontario. 



































Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 


For Pumping 
Gasoline! 


AUTOMOBILE OWNERS 


will find this to be a safe and econom- 
ical pump for transferring gasoline 
from tank to auto. This plunger pump 
has a capacity of 4 gallons per minute. 
Brass Cylinder; safety locking device; 
Brass Cock. 


CLLEMIUN: 
Pumps 


Are made in other styles for use in Made a little different— 
public and private garages. Good de- a little better than others, 
mane for pupa et thie tipo. cost no more, sell easier and 
oftener. Our catalog shows 

















If interested in pumping outfits for 
any requirements, secure our litera- 











ture FIRST. a long line of profit makers 
—pumps of special design 
The Deming Company construction and _  adapta- 
‘ bility. 
Salem, Ohio ae 
Henion & Hubbell, Chicago ‘HAYES PUMP & PLANTER CO.) 





Harris Pump & Supply Co., Pittsburgh CALVA . ILL. es 


ESE ARE ERE SRE 

















n is more sure than your own 
No Contagion belief that you can turn out 
high grade merchandise. Put that belief into your ad- 
vertisement in Hardware Age, and our readers will not 
fail to “catch” it. Right there is the beginning of 
business for you. 





HARDWARE AGE 
239 West 39th St., New York City 
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ak “PHILADELPHIA? tes 


HAVE 


Vanadium Crucible Steel Blades 


HARDEST STEEL KNOWN 


High grade materials mean cost. The better the grade, aot 
the greater the durability. Durability plus results de- Plain oe ‘eae , Se 
termine the net cost of a purchase. 


PHILADELPHIA Lawn Mowers are in this Class by 


themselves. They are distinctive. 





Old Fashioned Ball Bearings are giving way to 
Modern “ PHILADELPHIA” Roller Bearings. 


For full information send for Catalog B 


PHILADELPHIA LAWN MOWER CO.  Gase ana cage of 


tue Oncibic nel’ E 31st and Chestnut Streets PHILADELPHIA, PA., U.S.A. Beier, Fee rnee Steel 


Vanadium Crucible Steel Blades 


>» 





| 
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Selway Posts 
have passed the 
experimental stage. All 
who have used 
them boast of 
their beauty, 
strength and 
practicability. 













Ship Adze and 
Sidewalk Ice 
Chopper 






Two Good Sellers 


The White Adze are known 
everywhere and there is a good 
demand for them. The ice 
chopper sells on sight; is made 
of laid steel—just like a chisel. 
Away ahead of the old-fash- 
ioned sheet-iron chopper. 


Ask for our Folders on These. 


The L. & I. J. White Co. 
65 Columbia St., Buffalo, N. Y. 










We market them 
through dealers. 
Write for dealers £§: 
proposition H. : 


[SELWAY STEEL PosTLo] 
' 220 So. State St. CHICAGO 


“OT tnc. 




























2 











——_ ———_—— 








The Popular Syracuse Garden Barrow 


In addition to being the Strongest, this is _ <a ~ 
eee aT FES ae 


the handsomest Barrow on the Market. a Go , 
a 
av, 


No. 141 Medium with Wood Wheel | Ps 
No. 151 Medium with Steel Wheel : n 
<= oe, 


4, 
, ss 
— 










-* 






No. 152 Large with Steel Wheel 
No. 143 Extra Large with Wood Wheel 
No. 153 Extra Large with Steel Wheel 


Handles, legs and wheel are painted red. Sides and 
front olive. Handsomely striped and ornamented. All 
well coated with a durable varnish. 

Frame is well made of seasoned ash with three 
cross-bars mortised into the handles. Bottom boards 
are set into the rear cross-bar, which prevents lit- 
oe St the ends. Strongly braced throughout. - 
nished with springs when desired. 


Syracuse Chilled Plow Co., Syracuse, N. Y., U.S. A. 
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The ATLAS 
Fly Swatter 


ail 











This Style 





Retails for Five Cents 


Fly Swatters will sell faster than ever 
the coming season. Fly Swatting Crusades 
will boom in nearly every town. So will 
the Atlas; the best value ever offered in a 
Fly Swatter to sell at 5 cents. See cut. It's 

«made of the best wire cloth with a copper 
finished handle. Neat, flexible, and much 
stronger than other 5-ct. swatters—lasts 
longer. The triangular fold permits en- 
closing your ad if desired—a clever idea. 


We also make the “Atlas” in a 10-ct. style 
and it’s a “killing beauty.” Watch for our 


next ad. Place stock orders now. We'll 
cheerfully quote prices and terms. 


Atlas Manufacturing Co. 
New Haven, Conn. 





















Size of cut 1 Inch to 4 


Parker’s 
National Side Mill 


An easily attached, out of the way, 
Coffee Mill. Made with detachable re- 
ceptacle for the ground coffee and a 
conveniently adjusted thumb screw in 
front. 


All iron construction—very durable. 
A quick, steady selling Mill the whole 
year ‘round. 


Send for Parker’s Special Catalog of 
Coffee, Drug and Spice Mills. 





The Chas. Parker Company 


New York Salesrooms 
32 Warren St. 


Factories 
Meriden, Conn. 








HMR 





Our Excuse for 
Being in Business 


No, this is not an apology; it is an 
explanation. 

As manufacturers of butchers’ steels 
for thirty-five years—as the only ex- 
clusive manufacturers of butchers’ steels 
in the world—we feel justified in main- 
taining that today we are “known wher- 
ever steels are used.” 

“Our excuse for being in business,” 
therefore, is to build upon this claim 
which we have established. It is to 
make things more and more profitable 
for “You, We, Us and Company. 

And that is why our Bell Brand Trade- 
mark deserves your hearty support. 


C. & A. Hoffman 


Frankford, Philadelphia, Pa. 


Sales Agents: 
Wiebusch & Hilger, Ltd. 
106-110 Lafayette Street, New York City 

















Do You Believe 
In Advertising? 


You or any other business man will be interested 
in any advertising which actually helps to sell goods 
for you. We have worked out a strong campaign 
that will pull people to your store to buy the 
Alaskas you have in stock. 


This plan is bringing results beyond all expecta- 
tions. The campaign includes national, local and 
store advertising. Those dealers who sell the Alaska 
are making big profits. 


Write us direct, as we sell no jobbers. You get 
all the profits. Early orders secure a special dis- 
count. 


The Alaska Freezer Co. 
Winchendon, Mass. 
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CLARK’S ASH CAN 


Good profit to everybody. 


Makea Drive 
on this—Now 
is the time 





The most popular Ash Can Truck on the market 


Frame of Truck is made of one piece of 
round steel, bent so as to form two hooks to 
hold bottom of can, while an adjustable malle- 
able iron catch on handle grips top of can and 
keeps it against handle. Whole truck is 
nicely finished in black Japan. Send for Bulle- 
tin B-12. 


THE GEO. P. CLARK CO. 
WINDSOR LOCKS, CONN. 

















Three 


Enemies 
of Dust 


This trinity of dust chasers insure cleanness and 
sanitation. They do their work evenly and cleanly. 


Perfection Oil, in addition to being used in a 
Perfection Oiler, can be used on floors of hard or 
soft wood, furniture, automobiles, etc. 


There should be a Perfection outfit in every 
house. Why not write for more particulars about 
handling this line? 


Perfection Oiler Co. 
406 Hume-Mansur Building 


Indianapolis, Ind. 




















EAGLE MOP 
W RINGERS 


bear the reputation of 
being the BEST and 
will under all circum- 
stances give best. re- 
sults and absolute pro- 
tection. Not with 
boasting pride, but with 
a feeling of satisfac- 
tion, we again point to 
our record—tIc years, 
before a criticizing public, and not a dissatisfied cus- 
tomer. It is the privilege of truth to make itself known. 


The Eagle Mop Wringer 


is the original 2 roller Mop Wringer. Its tested, true 
Merits of Quality brought out imitators and infringers. 
An imitation is never as good as the original, therefore 
be sure it is the “EAGLE” brand you ndle. There 
will be more EAGLE MOP WRINGERS sold this year 
than ever. Get your share. 


The Eagle Woodenware Mfg. Co. 
HAMILTON Sole Manufacturers OHIO 





ce 














_More Business FOR YO! - 
More Profit 

Do you realize that nearly every new or remodeled 

home has one or more Fireplaces? You are the one 

that should supply the Dome Dampers, Ash Trap Doors, 


Cleanout Doors, Chimney Thimbles, Fire Baskets, And- 
irons, Fire Sets, Screens, Gas Logs, etc., for these homes. 


Our line of Fireplace Fixtures will en- 
able you to get this business and make 
a good profit on it. Ask for our cata- 
logue No. 1525. All articles shown in 
it are in vogue. 


Other Goods We Make 
















Stove Pipe Registers. House Numbers. 
Waffle Irons. Mop Sticks. 

rness Hooks. Sink Brackets. 

k Hammers. Saw Vises. 
Stove Pipe Dampers. Chest Handles. 
Damper Clips. Latches. 
Cover Lifters. Samson Wind Mills. 
Pokers. Feed Mills. 
Foot Scrapers. Ensilage Cutters. 
Quilt Frame Clamps. Alfalfa Cutters, 





Gasoline Engines. ; 


Lamp Brackets. 
Flower Pot Brackets. 4 





7 
7 
A € ag 
ee 
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Stover Mfg s Co. es ry a ae 
710East St. fg 


FREEPORT,ILL. / . 
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Time to Order 
Crown Tree Holders 








test of practical use for 30 years 


The only Holder that has stood the Seat SIZE 
S 3 in. 











5 = 


ene SS 








Graceful — Attractive — Substantial 


Quickly adjusted. Prevents accidents, and with 
ordinary care lasts a lifetime. 


Order Now—Christmas is Coming 





NORTH BROS. MFG. CO., Philadelphia, Pa., U.S.A. 











|). eee 


Coat and Hat Hooks 


ARE GOOD HOOKS 


i ERAS BU OSS 








Try the ““Victor."" Packed one dozen in 
a box. Your sales will increase. 
Bright Wire Goods. 

Brass Screw and Cup Hooks. 
Hicks Belt Hooks. 


E. Jenckes Manufacturing Co. 
WORCESTER, MASSACHUSETTS 


SELLING AGENTS: 


JOHN H. GRAHAM & Co. 
113 Chambers Street New York City 














Horse-Shoe Brand 
Wringers 


Warranted as to quality 
Warranted to give satisfaction 
Warranted as to price 











Plain 
Bearings 
and 
Steel Ball 


Bearings 


Enclosed 
iy (Taman 2) , Cog 
Gi: STATGNA ly, ” Wheels 





Plain iniciiens rea? Ball Bearings Size of Rolls 
No. 340E o. 360E 10 x 1% inches 
No. 341E No. 3615 : 11 x 1% inches 


WE MAKE. THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 


NEW YORK CITY, U. S. A. 




















Tips For Hardwood And Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather re-inforced with metal bushing. The chair 
is able to move about freely without noise or scratching the floor. 
The felt washer acts as a cushion. This line is only one of our 
big sellers. Write for catalog. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 
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LOOK FOR THE LABEL 





ALLEN’S Label 


A Guarantee 
That Leather IS What 
It SHOULD Be 


“oe 
“Ee a en ne eee enn ne ee eee ese es ee ae PSS. 
alUmnelUetlUCUelUMUellCU = lu a eee es 


T GUARANTEES THE QUALITY 











Cary’s Universal 
Box Strapping 


In Many Widths and Gauges 
Always Carried in Stock for Prompt Shipment 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
is made from an extra 
soft annealed steel of 
great tensile strength, 
and nails can. be 
driven thro’ it with 
greatest ease. Each 
reel contains 300 feet 


TU L//73 


Whitaker Products 


Whitaker products are Open Hearth 
Steel known as Whitaker Brand; Ohio 
Metal, the Copper-Bearing steel; and 
Portsmouth Iron, the rust-resisting Iron 
of proven value— 


\S 
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" 








All three having reputations for highest 
quality among most discriminating buyers 
of Billets, Slabs, Blue Annealed Sheets, 
Galvanized and Painted Sheets and Roof- 
ings, in which Whitaker products are 





UUUTETOAEUVUOEULEUTAUEEEAOEGLLUUUUUUUOHLLALAULAMMALAL Azz, 






, furnished. 
equipped with patent 
metal reel frame. ° ‘gue 
' Whitaker- ‘<< 
20 Reels Packed in a Case Mak ¢ 
Goods Shipped Same Day Order is Received = Glessner } iakers O 
We also manufacture Flat and Twisted Wire Box a 
penta a pox _— F ng wag — or — Comp any 
rugated joint Fasteners, Hinges an asps, an — Ports th Works: 
Cary’s EVERLASTING FLEXIBLE STEEL a: - Sasesmeaeatihe 
. —_., " 
— 
Send for Cary Catalogue GF 
G 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza” BROOKLYN, N. Y. 








ad 














MILBRADT 
LADDERS 


will pay for themselves in a short time by enabling 
you to wait on more trade, save the wear and tear 
on your fixtures and goods, as well as bring the 
appearance of your store up to date. 


Write for catalogue showing a large number of 
styles suitable for all kinds of shelving. 


MILBRADT MFG. COMPANY :: 2410 N. 10th St., St. Louis, Mo. 
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ROSE WIDE HEEL NO. 221 


WRITE FOR CATALOGUE H 
to either 








Wm. Rose & Bros. Sissies ‘Sie ote. 
WIEBUSCH me ‘HILGER, Ltd. 110 Lafayette St. 
Selling Agents New York City 


Who sells your customers 


their ROSE Wide Heels? 


The handy Rose Wide Heel is 
superseding narrower brick trowels. 

As never before, advantage lies 
with the superior make 
greater width makes any forging 
but the most accurate feel awkward 
to a skilled man. 
the store of the hour is the store 


with a ROSE. 


because 


For this reason 
























GRANT 


14,000 Rivets Headed For $1.00 G A L] PE R ~ 





















Noiseless Riveting Machine 


A boy or girl at $1.00 
per day can head 14,000 
rivets in bicycle mud 


<V 

(oe guard braces, and sim- 
ilar articles, in _ ten 
hours. 


Rivet heads formed by 
» | this machine have a 
highly polished finish. 


Machine is _ absolutely 
NOISELESS in opera- 
tion. 


Breakage of castings or 
marring of surface of 
articles being riveted en- 
tirely eliminated. 


Belt _and motor driven 
machines for rivets up 
to 4%” in diameter. 


Send us samples to be 
riveted and returned to 


you. 
Catalog! 





Spring and firm 
joint Calipers in 
all required styles 
and sizes. All 
veryaccurate, 
quick acting and 
of the best quality 
material. 


Catalog No. 31 
contains full par- 
ticulars. 





The Grant Mfg. & 







B. S. STATION 

















BRIDGEPORT, CONN. ATHOL 


MachineCompany} | ATHOI MACHINE Co. 


MASSACHUSETTS 






























Chains—All Kinds 
STEEL, BRASS, COPPER 


Our Chains are made from HIGH GRADE 
material by AUTOMATIC MACHINERY, 
rivet heads SPUN, making a very SMOOTH 
finish, which will prevent chains interfering 
when hung side by side. 
plant, 30 MILES PER DAY. We carry a 
large stock and can make PROMPT ship- 
Send for Catalogue. 


THE SMITH & EGGE MFG. CO. 
BRIDGEPORT, CONN.., U. S. A. 


Capacity of chain 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 

AND TIGHT JOINTS 
IN WOOD WORK 

PACKED TO MEET DEMANDS | 


100 to box. 500 and 1000 to box. 
And in bulk 


The Stanley Works 
NEW BRITAIN, CONN. 


See our full page advertisement on No. 8815—Saw Bdge New York Chicago 
page 79. Parallel Corrugations 100 Lafayette Street 73 E. Lake Street 
































“Best Maide’’ 
No. S51 


The handy, light- 
runni hand-pow- 
er tool sharpener. 





Sterling 


Cinch the Model 
Profitable Sales 
: with 

Luther Tool Grinders 


Handle the line which sets the 
pace. Luther Tool Grinders lead all 
others in efficiency. They are the 
oldest line of tool sharpeners in 
America—most widely advertised, 
best known, sell most readily, pay 
you an excellent profit. 














CLEVELAND 
Grindstones 


Sold Only to Hardware and Implement Dealers 






Write for Catalog There's just as great satisfaction and profit in 

Beatn bbw soesusnts th selling a good grindstone as in using it. Your 
Tool Grinders is and how - rear Po oo business judgment tells you so! You know that 
prices, terms and other important infor- grindstones quarried from Berea rock are the 
mation. Write today. standard of the world. Therefore, to sell 


Cleveland Grindstones (the only genuine Berea 
Grit) ought to be the most satisfactory to you— 








Luther Grinder 





Mfg Ce and the most profitable. 
502 Point St. We'll prove this to be a fact if you'll write us. 
Milwaukee Tell us your jobber’ sname. We'll send you our 
Wis. famous book, “How to Keep Mail Orders at 


Home.” 


THE CLEVELAND STONE CO. 
Leader-News Bldg. :: | CLEVELAND, O. 








Power Bench ‘ey + 
Grinders pars 
Operate by any We 

po ¢ 


or side. Very low 
in price. 


BLACK DIAMOND FILE WORKS— 


INCORPORATED 1895 














ESTABLISHED 1863 


<e05e nee, 


Twelve Medals of 
Award at 
INTERNATIONAL 


Expositions 
Copy of Catalogue will be sent free to amy interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 


Special Grand Prize 
GOLD MEDAL 
Atlanta, 1895 . 
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You Are Responsible 
For the Kind of Air— 





you breathe while indoors. Whether in the 
house, office, school or any other building you | 
can breathe pure, fresh air without danger 
from direct drafts, and without snow, rain, or 
dust coming in the window. Equip the win- 
dows with ; 








Sanitary 
Window Ventilators 


Order these Sizes today: 


No. 93— 9 in. high, adjustable 23 to 37 in. wide. 
No. 18 in, high, adjustable 31 to 49 in. wide. 
No. 188—18 in. high, adjustable 23 to 37 in. wide. 
No. 2 24 in. high, adjustable 23 to 37 in. wide. 


Retail at from 25c to 50c. 



































For sale by all Jobbers. 





Write today for our 1916 catalogue. 


The Continental Company 
DETROIT, MICH. 
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Increased Profits 


on Sash Cords 


Our “ALBA” and “STAR” Brand Sash 
Cords make quick sales, satisfied cus- 
tomers and MONEY FOR YOU—and 
they will back up your statements every 
time. 


Stand more strain than heavier cords 
and work freely. 


The quality is there—the prices are low 
because these cords are made for wear 
and have no spots or fancy frills that 
increase manufacturing cost and add 
nothing to their strength. 


We will be glad to send you prices and 
samples—write now. 


“ALBA” 








reooesl “STA R” 
ER Sosa 
: 





ESTES MILLS 


FALL RIVER, MASS. 


CLOTHES LINES SASH CORDS 
MOPS 
WICKING MACHINERY WASTE 













responsible positions. 





YOU CAN SECURE 


industrious, capable clerks, salesmen or managers, by 
advertising for them in. the Opportunity Exchange of 
Hardware Age. This Department receives the earnest 
consideration of many ambitious men who aspire to more 
$1.00 pays for one insertion of a 
fifty-word advertisement. Try this department, now. 


HARDWARE AGE, 239 West 39th Street, NEW YORK 











SAND PAPER 


IN REAMS AND ROLLS 


FLINT PAPER 


GARNET PAPER AND EMERY PAPER 





EMERY CLOTH 


fu ake no risk on the Luabily 
a “the mans oly the Boe 
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HELLER’S 


PIVOT DOOR CABINETS 





SEND FOR CATALOG No. 24 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 
the United States. 


W. C. HELLER & CO. 


MONTPELIER - - - - OHIO 














“The Only One 
°° » ti a t 9 9 
Yes, sir. No other reel of box strapping has 

OF - have the advantages of the Roldsafe 
eel. 
Why? Because the Roldsafe Reel with its 
features of safety and economy were patented 
June 20, I9Is. 


Does this mean anything to you? It ought 
to. 


De Haven Mig. Co. 


BROOKLYN, NEW YORK 

















Wo 


BOLTS NUTS RIVETS WASHERS fp 


Picks Mattocks and Grub Hoes 
Crowbars Wedges Forgings 


Telegraph and Telephone Pole Line if 


Hardware 
Wagon Hardware 


Oliver Iron & Steel Co 


PITTS BURCH,PA. 
Established (sé 





Carpenter’s Aluminum Level 


For Dealers Who Want 
Quick Sellers 


Mason’s Wood Level 


Sand’s Levels 


To you who are anxious to handle a 
line of plumbs and levels that will in- 
crease*your sales the Sand’s Levels and 
Plumbs should appeal. 


They are recommended and endorsed 
by contractors, builders and carpenters 
all over the country. Either of wood 
or aluminum. Made right with twenty 
years’ experience behind them. 


The aluminum levels are strong, light, 
rust-resisting and proof against warping. 
It will pay you to handle this line that 
will sell itself. 


Write to your jobber. He has them 
in stock. 


J. SAND © SONS 


1023-29 Rivard Street Detroit, Mich. 
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Armstrong 
Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe projecting 
from the ceiling or wall. 
The holder takes dies %, 
3%, % in. R. or L. and 
bushings to match. 


Dealers will find this a Profitable Tool to Stock. 
MANUFACTURED BY 
THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST., BRIDGEPORT, CONN. 











Tapes 


and Rules 


UFKIN 





Have a long-standing reputation with users everywhere of being 
first in all points of superiority— 
ACCURACY—DURABILITY—DESIGN 
Our TAPES have 


Instantaneous Readings 





Metal-lined Leather Cases. 
Push-button Opening Handles. 
make a complete line 

URING TAPES. 





xw 
SPRING-JOINT RULES. 
Send for Catalogue. 


THE [UFKIN foUuLe C0. °sginn 


New York, Windsor, Can. 











Skilled Workmen 







find The Perfection 
Grinder a valuable aid 
= _neootes their tools in 
t of condition. 
Fitted with = ——- 
nation tool and 
chisel holder, the. **Per- 
fection’’ is capable of a 
wide range of work. 
eels are made of 
corundum or carborun- 
dum—as desired, and in 
various sizes. If in- 
te in selling a 
strong and _ serviceable 
grinder—write. 


Star Specialty Mfg. Co. 
227 West Erie St. Chicago, U.S.A. 















Double ended 
Reversible jaws afford 
Unequalled economy. 


& ws 
Swest BRSORLYR LY. CTY 
Tine Wer emck 


“Western Office and Warehouse : 36A South Clinton Street, Chicago, I. 




















Goodell Mitre Box 


Made of STEEL—Cannot Break 


_ For a this Box has been recognized as being first 
in quality and mprovemenis, and the new STEEL 
sOTTOn PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 











Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


GOODELL 
MFG. CO. 








Greenfield, Mass. 












Satisfied 
™ Customers 


Profitable ‘ 


Sales 


Our bits and braces have been accepted as standard 
by the finest woodworkers for over years. Bits 
for every purpose—auger bits, dowel bits, car bits, 


machine 5 bike, etc. 
Send for booklet. 


Russell Jennin ings Mfg. Co. 
| O 


Chester, nn. 












C. E. JENNINGS steers patent 
EXPANSIVE BIT 


PAT. APRIL ¢, 1800 
© DEC. 18, 1905 
and A. B. JENNINGS’ PAT. 
MARCH 1, 1910 


SEE THAT BEVE 
ON CAP AND cbrrer 







SEE THOSE 
TEETH! 
CUTTER 
CANNOT 
CREEP 


Nete Micrometer Screw, by means of which, Cutter can be ine 
stantly adjusted to a — part of an inch. 


C. E. JENNINGS & CO. ssonsfacturers 71-73 Murray St., N.Y. 

















Get the Combination 


Your mechanic trade will be mighty glad 
to see that you sell the “B & C’’ Com 
bination Wrench. This Suubib-hended 
pipe and nut turner with its long sleeve 
and one-piece steel forged head, bar and 
shank is guaranteed. 


Bemis & Call Hdw. & Tool Co. 


Springfield, - - - - = = Mass. 
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BLISS | 


HAND 4) PROFITS PLUS 


SCREWS Nef are the results of handling 
“RED DEVIL” TOOLS 


They are made on vho peiactate that 
‘ta pleased customer is the best adver- 
tisement.’’ 

They are well advertised by users— 
as well as by ourselves. 

Ask our Trade Help Department to 
increase your tool sales. 


SMITH & HEMENWAY CO., Inc. 
149 Chambers St., New York City 
7, Le = er 


ee (i SF : 
SSS = 





é ] 
f 


K 
4 


eS 


83 YEARS THE LEADER © 


7 


Also Manufacturers of 


% 
* {0c 


Cabinet-Makers’ Clamps, Foundry Flask 
Clamps. Bench Vises. Carvers’ Tool 
Handles. Auger Handles. Chalk Line Reels. 
Special Wood Turnings. Mallets. 


eek: 


<<“ 
Pod 


J. H. O’NEIL, Jr., Successor to 


R. BLISS M’F’°G CO. Paxtucket 











eess 
aba: 
4 £7 


i 





¢ 








KEROSENE AND GASOLINE z 
| teen to rmesmines | 1 Lie Benes reer ae 


will please and satisfy the most par- 

ticular mechanic, may be obtained ESTABLISHED 1865 
through your jobber at factory prices. 
The Kerosene stock is guaranteed in e 
the same way that gasoline is and will Horse Mule and Ox Shoe Nails 
give you splendid satisfaction if oper- 9 . 

ated in accordance with directions. 


The No. 67 Kerosene Fire Pot produces 


a powerful blue flame and is made BRANDS 
with seamless steel tank which will os ” 
stand hard usage. We guarantee it to Vulcan * 
please you. Send for free Catalog. ‘“‘Reliance 





Ne. 67 Red- Het Fire Pot ASHTON MFG. CO. 


Price Each $6.75 Net 19 NevadaSt., Newark, N.J.,U.S.A. 


SEYMOUR, CONNECTICUT, U.S.A. 




















E. H. TITCHENER & CO. 


THE ROBERTSON 
“Horseshoe Magnet” © ae a 


Trade Mark Reg. U. S. Pat. Off. 


Hammer 


a> 






Binghamton, N.Y. Chicago, Ill. 





The best magnet hammer. It holds the tack. 
Write for illustrated price list. 
ARTHUR R. ROBERTSON, Sole Mfr. 


144 OLIVER STREET BOSTON, MASS. 
Owner of the ‘‘Horseshoe Magnet’’ Trade Marks. 
































COBBLER SETS 24 
LASTS 2=¢ STANDS 


A strictly high-grade guaran- 
teed line which you can sell 
at a popular price. Lasts and 
Stands made of Semi-Steel, 
giving you the required 
strength and weight at 25% 
less than the cost of 
malleable. Write for new 
catalog and prices; also on 
Corn Shellers, Grist Mills 
Riveting Machines, Heel 
* Plates, etc. 


The Root-Heath Mfg. Co. 
PLYMOUTH, OHIO 


N. Y. Agents. D. N. Winner, 
90-92 W. Broadway 











NLU — 


How’s your file stock? If low, sort up 
on a few REX Files. 

You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 
Good profit. Send for details. 


The Rex File & Saw Co. Newcomerstown, Ohio 
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COMBINATION “OUTFIT 
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PROFIT 


for you. 


g. Os 
“" SATISFACTION 


eS 
y..° for your customers. 


Order from your Jobber. 
PARKER SUPPLY COMPANY 


Manufacturers of Parker Products 
518 West 45th Street, NEW YORK 
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Copper Rod 
Brass Rod 
Hard Rolled Copper 


Rectangular Copper 


We can furnish any of this 
material at very close prices and 
make good delivery. 


Write us when you are in the 
market. 


The Eureka Company 


NORTH EAST 

















SNOW SHOE IRONS 


The _ illustration shows 
ls} >/ our No. 2 Iron for slate 


= F crimp roofing. 
y ie These are the most sub- 
stantial] irons made. 


Write for prices and sam- 
les, also our general 
pate for the 


” BERGER BROS. CO. 
] = PHILADELPHIA 
| | Office: 229-281 Arch St.; Stere: 287 


Warerocoms py Baw 
100 to 114 Bread 




















410 EIGHTH 


RATA 


© \,c=lPce Memo Books 


Acknowledged the Best 


14 styles and 
ON (lll sizes from 65 
= cents to 


>. > 
eee eA 2 
o*e% et 
s* o* «t 
rir @ 
+* 3* 
. 









NE®'\ $4.60 
— - 
7,5 Durable 


GET IT TODAY 


At First-class Stationers 


IRVING-PITT MANUFACTURING CO. 
STREET KANSAS CITY, MO. 














Fresh Air ana Protection! 


The Ives Window 
Ventilating Lock 


A Safeguard for Ventilating 
Rooms, allowing windows to be 
left open at the top, the bottom, 
or both top and bottom, with en- 
tire security against intrusion. 


mailed 





Descriptive circular 
on application. 


THE H. B. IVES CO. 


Sole Manufacturers NEW HAVEN, CONN. 








| 


HARDWARE 


SHELF BOXES 


For the 
Retail 
Trade 


Send for 
Price List 





THE A. H. GREEN CoO. 101 Warren Street 














West Leechburg 
Steel Company 


General and 

‘aug Awe pepectipers 2 

Farmers’ Bank oO 

Bidg., Pgh., Pa. FINE STRIP STEELS 
For all purposes. 

Worke— f P 

West Leechburg, Open Hearth Furnaces 

Pa. Hot and Cold Rolling Mills 

















: Washers, Copper 


Spikes, Co : 
are listed above, write us at once. 


f your velling 
ttsburah Copper and Brass Rollin 


a Mills 
Pittsburgh, Pa 
Uv. 8S. A. 


C. G. HUSSEY CO. 
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f Within The Law 


Watches — Jewelry — Clocks 
(=) Diamonds and |W s,2 sore corti meg. te ot ec oe 


surance of profit. Y. eed th in stock. 
Silver war e toda. we oe oy Pan — ht . oc Ask for particulars 
at strictly wholesale prices : 


Watch Like Cut a 


New thin Model 12 size, 
open face, guaranteed 
twenty-year gold filled 
case, hand engraved, with 
a seven jewel, nickel, t- 
ent regulator, Bridge 
Model, Seth Thomas 
Movement. 


$6.00 less 6% to you. 













Jacobs Bros. 


= & <== 


fa, 


Vee 





ISHN 
’ > 2 
% 
, 
% ? <p,” 5 . 
SS an : aN ,* ’ 
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08 _ @ WeDoNoRetailing 
NEW ENGLAND WATCH & JEWELRY CO. 
302 Park Building WORCESTER, MASS. 




















= . THE NEW A ; D 
re Weicut 12 Ounces 
a) igs E€sop s Og 


made a bad break when he dropped 
the bone in order to get one reflected 
in the water. 

An advertiser drops no business by 
continuing pleasantly persistent. But 


PEERLESS HANDCUFFS when he stops, he drops. We'll help 


de ends wht putinedy eet bores baw you do two good things at one time— 


are the only handou 

in the et. Can be locked on culprits’ wrists with one hand. 

ae BS -: SA. Gana Cie aa, ba Gee hold what you have and get more. 
= counter and let the police chief or the policeman handle it. It 
a sure sale. 

















Order a sample. HARDWARE AGE, 
PEERLESS HANDCUFF CO., Springfield, Mass. 239 West 39th Street, New York. 
ry : 














BICYCLE 
Step Ladders 


are made in 











many styles . 

and to fit Popping Days Are Here 

all kinds of The Delphos Pop Corn Popper is splendid 

shelving stock during fall and winter months. Has 

P keep-cool handle with cover-sliding device 
Send for catalog giving full running thru it. 
description and prices. Sure to sell. Order early. 

THE BICYCLE STEP 
LADDER COMPANY Delphos Mfg. Co., Delphos, Ohio 


62 W. Randolph St., Chicago, Ill. 
































The “Hustler’’ 
Ash Sifter 


In go the ashes. 
Down goes the 
dust. Out comes 
the good coal to 
use again. No dirt. 
No back breaking. 
Everything quick, 
sanitary and eco- 
nomical. That’s 









ler’? does for your 
customer. hin 
what it will do for 


De Kalb Business Wagons you 


We build business wagons for every class of trade, and Hill Dryer Company 
guarantee each one peor ng f+ onan 316 Park Ave. 
Ask for free catalog wit etails, Worcester, Mass. 


De Kalb Wagon Co., 103 Garden St., De Kalb, Il. 
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Hundreds of 
Thousands of 
White Mop 


Wringers 


have gone into use. 
They sell quickly 

use they are 
without an equal. 








Our Counter- 
Sunk Caster 


The hollow steel ball—of chrome 
alloy steel—moves silently in any 
direction without tearing the rug 
or carpet or marking the floor. 


“Acme” Ball Bearing Casters. can- 














a d and they absorb all : 
A BALL— of the veal tapeined in the maeving They wring easily, 
NOT A of furniture, ew. Pts : 
nea atisne 
WHEEL Write at once for prices and — aoe aoa every- 
° ca. concerning our complete where 
{ caster line. ° 
TRY THEM 
THE SCHATZ MFG. CO., Poughkeepsie, N. Y. WHITE MOP 


WRINGER CO., 
Fultonville, N. Y. 





Agents: J. C. McCarty & Co., 29 Murray St., New York City. 
































A Winner for every Dealer. A specialty that every Belt Power 
household needs and will buy if you show it. Sells in 


THE COMFORT SELF-HEATING IRON Auto ' a tj cq Electric and 
asher 

















preference to all other smoothing irons at sight. Con- THE QUALITY WASHER 100% 
struction is perfect. Two points. Both ends are front IT S NO EQUAL GOOD 
ends. Lights in one-third to 
one-fifth the time required to ee. i 
light other irons; fount has Reversible - Swinging Wringer 
twice the gasoline capacity and with Quick Safety Release. 
operates twice as long without Highest Class, Medium Price. 
refilling. The heat regulation Best Materials and Workman- 
is absolutely perfect and al- ship, Simple, Convenient, Ef- 
ways in control of operator; it ficient, Strong, Versatile, 
is an impossibility to enlarge Durable, Perfect in Operation 
the tip for the shut-off is not and has Splendid Finish. 
in the tip. Turn it high or Built in 
low at will. SIX DIFFERENT MODELS. 
Weighs 6% Ibs. net and is guaranteed to satisfy. Sold by most oe et des Sey ~~ 
of the best hardware jobbers and advertised in more than 175 pub- Builder for YOU, Mr. Dealer 
lications. Retails $3.75; handsome profits to dealers. Send for Send for our Good Book No. 
sample on 15 days’ trial. 99. It’s FRED. Sold ONLY Model 6 
National Stamping & Electric Works through the TRADE. 
416 S. Clinton St., CHICAGO, ILLINOIS Automatic Electric Washer Co., Inc., Necalinn, Iowa, U. S. A. 




















Every Razor A Safe One 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 








Double Dasher Beaters. 
Dover Egg Beaters. 


The latest and _ im- 
proved types egg 
beaters. A full. variety 
of styles, sizes and 
prices, to meet every re- 
quirement. 


THE TAPLIN MFG. CO. 


easy. Write at once. 
New Britain, Conn. 


LL. 7. Weiss 
New York Office: 


143 Chambers Street 291 Taaffe Place | : : Brooklyn, N. Y. 


Retails at 50 cents—so sales come 


























Quick-Set Steel 


Drive Posts 


eacoltceam Colt al Oh sels atceltir-laloye 


'G&B , 


Galvanized Poultry Netting 








These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any always gives satisfaction, which is a guar- 


antee to the dealer that he will have ete) 


2 2 25S 2 ae eS SSS © s SS © Se © oS ® &) 





“come backs if he handles wire nettings 


It will pay you to 
handle these posts. They 
appeal to farmers and Ree 

property owners. 
for our catalog. It is “mg 


ro) aol bD ame aetsbahebectelabhass 


Hae Gilbert & Bennett Manalactum Co. 
Buffalo Steel Co., Tonawanda, N. Y. ago Kansas Cit} 
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THWES 








You Get the Biggest Return 












in all the desirable elements of Hose 7 Yn AS \a/ = 
Service when you buy ‘“YERDON’S”’ ) A |i 4 
OAST BRASS HOSHB BANDS. rs Uy he / 

Made of a Special, RUST-PROOF, ~ ee f Yip yA 
strong and durable, “they “Bold” the Wind // me 
strong an urable, ey ho {.S oS 

firmly with a double, all-round rw wWeN \ VY ais 
““Grip’”’ assuring a permanently tight te wm LQ ‘As fh 
used Rae s = 

— = i 


S\ connection. They can re- S 3 3. 
peated and will be right on the ———— FFs 
° = , 


= doing Efficient work long after ‘= - 
others are scrapped and forgotten. ; 
ALL sizes for hose “ 0. D. up 
to the largest Suction Hose. Most 
=) satisfactory on automobile hose con- 
nections. Made in Fort Plain, U. 8. 
A. Used everywhere. Unequalled by 


"We solicit your stock orders. If 
you don’t know them write for sam- 
ples. Both Home and Foreign trade 
supplied. 


~ WILLIAM YERDON 
BOX 102 FORT PLAIN, N. Y. mame a 


























You can’t get away from it! 


It’s a snap to sell the snap that is eas 
for the driver to put on or take off, my our O er 
but impossible for the horse to get 


away from. It is the 


KLINGSNAP For Harness Snaps, Rope 


A twist of the wrist and the trick is Snaps Breast Chains 
done. Never wears out or gets out of ’ “byt, 
order. Made for rope ties and for Horse and Cattle Ties 
leather straps. Strong enough to hold , 
an elephant. Halters, Wagon Jacks, 
A Counter Display showing the Kling- 

snap in different sizes will start the Gate Hooks, etc. 


money coming across your counter. 
Your jobber will supply you. 





For free sample address MADE BY 


The National Safety Snap Co. (Inc.) Covert’s Saddlery Works 


Dept. H WILMINGTON, O. 
Sole manufacturers of the Kliingsnap and the INTERLAKEN, N. . U, S. A. 


Kling Hame Fastener. 


























American Steel & Wire Co. AMESE AES BRAND 


MANUFACTURERS OF ————— et PI < 
: ¢ 4 3 3 benz + bevys oey9 pe v4 ons oer . j . 

OU Gf enssttis, treet tae ae 

a r : : ‘year ’ . : - » a Bee 


American Wire Rope 
and Aerial Tramways 


Awarded the Grand Prize at the Panama-Pacific Exposition 





LASTS LONGER—LOOKS BETTER 
ALSO 


COPPER, BRONZE, GALVANOID ENAMELED, 
PAINTED, BRIGHT GALVANIZED 


CHICAGO WORCESTER CLEVELAND | All Meshes and Widths 
NEW YORK DENVER PITTSBURGH AMERICAN WIRE FABRICS CoO. 
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Brass, Copper, Steel, Iron and Galva- 
nized Wire Cloth. © Bronze, Galvanized 
and Painted Win dow Screen Wire 
Cloth. © Galvanized Farm Fencing: and 
Gates and Poultry Netting. © Wire 
Work. Iron Railing and Window Guards. 
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Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 


Mowers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 











The Worcester Lawn Mower Co. 
Worcester, Mass. 
ie their NEW CATALOG 


in COLORS ready for mailing. 
Ask for it. 





SELLING AGENTS: 
J.C. McCarty & Company, 21 Murray St., New York 














BARGAIN FOR CUSTOMER 
PROFIT FOR DEALER 


Duo Nozzle 


Combination of nozzle and 
lawn sprinkler. 


AT THE LOWEST PRICE 
EVER ASKED FOR EITHER 


Saves labor. Delivers more 
water. Cannot leak. Saves 
hose from bursting. Wider 
spray. Longer Stream. Sam- 
ple sent postpaid for 15 cents. 

















=PREMAX HALTER CHAINS  peeax 


FE ee PATENTED eh Sg 





All Steel, with 
Highest Grade 
Steel Fixtures— 
Snaps, Swivels, 
Slipping Rings, 
and Cross Bars. 





PREMAX SPECIAL—The Best Kind 


We make quality claims and sell to discriminating houses 
that appreciate the best to be had. Send for Catalog No. 
24-H showing chains in great variety. Prices Moderate. 


NIAGARA FALLS METAL STAMPING WORKS 
Niagara Falis, N. Y., U. S. A. S-106 


Hame Chains, Breast Chains, Trace Chains, Tie-Out Chains, Jockey 
Chains, Spreader Chains, Bit Chains, Stallion Chains, Cow Ties, 
Dog Leads, etc., etc. 














NORCROSS Cultivator -hoes 


“Superior to Imitations’’ 





LUTHER BUR- 
BANK pronounces 
the N 8 4 
wonderful imple- 


more them 
on his own eutahe. 
and says— 


“They are the best . 
of their kind.” 


ent for Garden and Flowers. A size for 





The Modern Im 


lem 
every purpose. The he price in reach of a 
ealits—-the ve best. Special Pata ’ features. Investigate 


Twarcrese y”’ before you buy. Get our Cultivator 
et. 


C. S. NORCROSS & SONS, Mfrs. 
BUSHNELL, ILL. - - - U.S.A. 

















Do You Sell Hose Menders? 


Improved Perfect Clinching 
Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanized clamps. 
Also all steel retinned. Every 
clamp is turned inwardly to grip 
the hose. Prices right. 


Send for our general catalog— 
to-day. 
New York Office: J. M. Sherwood Co., 168 Church St. 
Stuber & Kuck Co., Peoria, IIl. 


Wm. P. Horn Co., Pacific ee. San Francisco, 
al. 




















Sticks to 
the job 


BURNLEY 


SOLDERING PASTE 


does not drip away. “Burnley” cannot spill. You 
may hold the can upside down without losing a 
drop. “Burnley” is the soldering flux that makes 
the tightest joints in the quickest time. Look for 
the yellow label. 


THE BURNLEY > . 
BATTERY & MFG. co. 4@9/erm Electric 


North East, Pa. 












Imperial Lawn Edge Trimmer 


Sells on sight. See how easy it works. 
Noe the clean, even edge. No moving parts. 
Veiy durable. Price is right. profit. 
Moist jobbers will supply you. 


IMPERIAL BIT AND SNAP CO., 





Racine, Wis. 

















November 18, 1915 
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Make Your Store the Headquarters for 


GIFFORD-WOOD CO.’S ICE TOOLS 


and Sell Under Our Guarantee of Quality 


Every Creamery Owner, Dairyman, Butcher and Farmer cuts and stores 
ice and want tools they can depend upon. We manufacture every tool used 








in the ice business. rite for catalog and prices. 
GIFFORD-WOOD 0» Hudson, N. Y. 
NEW YORK CHICAGO 


















MICHIGAN WIRE CLOTH CO. 


ESTABLISHED 1864 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRE SCREENING of 
every kind possible to weave, made of Steel, Iron, Brass, Copper, Bronze, Aluminum, German 
Silver, Pure Nickel, Galvanized, Tinned and Monel Metal Wire; also WIRE LATH, Etc. 
Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Ajeminum, 
Monel Metal Wire, Etc. 


517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No. 25. 











“@@ BESTBL BLOOM ¢ Galvanized Sheets | | lé stn . 


BEARING STEEL—Unequaied for 


CULVERTS, “TANKS FLUMES 


as well as for Roofing, Siding, and all forms of ex sheet metal work. Look for 
this stencil on Keystone Copper Bearing APOLLO Galvanized Sheete—it 


BLOOM 
insures service and satisfaction. You should use noother. Write for full information. 


nen CERT AND TH PLATE COMPANY, i i | 































provement in sled 
construction. 
Stronger, safer, 
easier to control. 
All Flexible Fly- 
have grooved 
runners of chrome 
nickel steel. 

ular new 


po 
All-steel Front of the Flexible Flyer ee" 8"..0 
S. L. ALLEN & CO. Box 1104A, Philadelphia, Pa. cet "your order in 


DIETZGEN STEEL TAPES 


“The line for you Because of Better Profits—Satisfaction— Repeat Sales 
SIMPLIFIED READING EUGENE DIETZGEN CO. —s_ giacw Fmisn 

MANUFACTURERS ———— 
Chicago New York San Francisco New Orleans Toronto Pittsburgh Philadelphia 
WRITE FOR CATALOGUE “‘A” 





























and satisfy every user SCM SNELL MFG. CO., Fiskdale, Mass. 


They sell best, because best known—over 120 years on 
the market. Guaranteed right in every way. Selling Agents, JOHN H. GRAHAM & CO. 
The profit is big. Get our terms and catalogue. 113 Chambers Street New York City 





7 


ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Co. 
Newark, N. J. 









PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 


“SGOULDS PUMPS rm 


SPRAY AND WATER SUPPLY 




















WRITE FOR CATALOG AND PRICES 


THE GOULDS MFG.CO. SENECA FALLS.NY. 
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**VICTOR’’ BOLT teacheeeatanie 





ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 





Porter’s ““New Easy” Bolt Clippers 


All sizes. 
Big Sellers. 


H. K. PORTER 


All parts interchangeable. Jaws Special Steel. 
Good profit. Write for prices. 


Everett, Mass. 











The 
FORD 





Com nun DR IaeTE UION aaa mone 
?, 
. 


This ee is of the same pattern as our 
No. 10, differing in that it is of heavier con- 
struction throughout—and somewhat larger— 
a allows it to hold the shanks of all p et 


It is made to follow an eleven-sixteenth a. 


Improved 
Bit Comes in six lengths—12”, 15”, 18”, 21”, 2 
and 30”. 


Extension The Ford Auger Bit Co., Holyoke, Mass. 





140 Years’ Continuous Business 





LARGEST Annet STOCK IN THN WORLD 
Highest Grade Only 


JOB T. PUGH :: :  Phila., U.S. A. 














STEVENS LINE LEVEL 


for mechanics, farm- 
ers, masons, etc. 
Made of aluminum, 
weighs % 0z., accurate 
and reliable. Write 
for further details. 


Frank B. Hall 


Newton Falls, Ohio 


ee. 
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MH VCC@H@Z—|! JH@@”0- 





YY yijgiy WU YMA 


C-S Co. ——==aiaD 


SCREW 

rover. THE GHARSTEPHENS Go, 
40 Styles 
All Sizes Pine Meadow, Conn., U: S. A. 








eats ™ and BRICK 3. Hods 


AL “eh Be fe Jal 
NEVE F ORI Send for Catalogue 
and Price List 


Mfd. by 
METAL DEPT. 
THE CLEVELAND 


WIRE SPRING CO. 
Cleveland, Ohio 














The Groos Metal Shear 


Cuts %” Sheet Steel, any width or length, 
weight 14 bs.. Steel drop forgings throughout. 
Vanadium Steel blades. 

$7.50 delivered to any part of U. S. 


FM - - etn tet, adhe 











Steel Stamps, Burning Brands, 
Steel Letters, 


ey = . - Figures, 
me 2 /«SCMetal Checks 





THE SCHWERDTLE STAMP CO., Bridgeport, Conn. 





Morton's Cable Chains 
BRONZE AND STEEL 


For hanging sash and suspending doors, gates, 
weights, etc. Very easy to apply. Strong and 
durable. Some have been in use over 25 years. 


Thomas Morton, 245 Centre St., New York 














The Zimmerman Porch Base 


Prevents Decay and Saves Expense 

All Sizes for Round and Square Posts 

Pamphlet and Prices on Application 

S. CHENEY & SON 
MANLIUS, ee £ 












STUDDING SOCKETS 


Easiest, simplest, best way to anchor \ 
_—— studding to cement floors. Approved ‘ 
dl architects and builders. Big demand— 
liberal profit. Write for complete an of Door 
Hangers, Sleds, Wagons and Hardware Specialties. 


WAGNER MFG. CO., Dept. D., Cedar Falls, Iowa 




















Marx-Whittington Co. 


Makers of the most efficient and most compact 
pipe vise on the market. A leader in its line. Send 
for our literature. 


EASTON, PA. 

















Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. . 


Send for Catalog No. 24. 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 

















Number 241 vise is swivel, 


but is stationary, we 
automobile owner. 
pipe jaws and anvil. 








COM 


Rock Island Autovises 
automobile and heavy repair Lent” he 231 
ng 341b..‘and is suitable for the individual 


ROCK ISLAND MFG. CO. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
PLETE LINE OF VISES MANUFACTURED 


80 Ib., and is adapted for 
6 is same in d 


Rock Island, Ill. 





231—AUTOVISE 
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SAMSON CORDAGE WORKS | (=ss=3 6 ion Fe | 
MANUFACTURERS OF 4a  SASHCORD. CLOTHES. | |3 @ BIGOT Lawn Vases 
BRAIDED CORDAGE Mgt LINES, SMALL LINES ARARASA eae Baan" Settees | 
ANDCOTTONTWINES OAM ETC. sone rorcoaces | | AUT ar US ee 

(2 TRAPLARAALLS PETEP TELE Sti) Ask for Catalog 
SOSTON * MASS. THE STEWART IRON WORKS co. Cincinnati, Ohio — 























THE **‘NEVERSLIP”’’ 
A SURE PROFIT WINNING FENCE BUILDER 


ello 


=¢ Ford Fan Belt & 
Tire Blow-Out 








Patch There is a —— mes a pa 3 man Sones ep A ae — 
WE SELL JOBBERS ONLY territory, Thewing tt, And you ocx big, substantial prost. 

E. T. RUGG & CO., Mfrs., Newark, 0 en: “nan ae 
eo he °9 rs., Newark, V. The Warren Specialty Mfg. Co., Warren, Ohio 











Fs 





In City, Town or Camp 
Anglers Know This Sign 


THE sign of the “ ing Dolphin” 
is on tackle that gives service and has back of it 
a century of tackle-making cupertense. It marks 
e best rod and reel, hook and line—“fishing 
tackle that’s fit for fishing’’—a wise angler can use 
for a wary fish. New sllustrated catalog H (236 
pages) sent on receipt of parcel postage (10. cents) to 
any angler who give us his tackle dealer's name. 


SELL ‘‘ WILDER ’”’ ACCURATE 
WINDOW THERMOMETERS 


Made of metal. Better than glass. Figures stamped 
in—not painted on. 

Fasten to outside window frame. Easy to read 
from indoors. 

Magnifying mercury or unfading red spirit tubes. 
Eight, ten and twelve inch sizes that retail at $1.00, 
$1.50 and $2.00 or more. 





PT TT ELS 






































































































































Distinctly an American Product. Made by ~ 
CHARLES WILDER CO.,514 Fulton St, Troy, N.Y- sindbetnes  -°* — oenimadanen = 
STHNADUASUSOHOUOEDOUOOAGUSSSOUOONOCUENONNOUOENOUOUDOOOENOUQEAOEQUOUONUOULGNOUT® 
“ANSONIA” NAIL CLIP 10c. PRIEST’S 
Made b “Gem” ; 
ry eg ny iby "PA ea ee 
Big Profit o’-the-neck’’ shaver deserves. 
Write a profitable. item of “stock. $ 
H. C. Cook Co. American Shearer Mig. Co. 
Ansonia, Conn. | Nashua, N. H., U.S. A. 
B R O O K S Parker Wire Goods Company 
WIRE GOondDs Manufacturers of 
Bright Iron and Brass. Special General and Special Wire Hardware, 
Wire Goods Made to Order. . 
Wire Goods and Stampings 
M. S. BROOKS & SONS 
CHESTER, CONN. WORCESTER MASSACHUSETTS 
SHOE SLOYD 
Bruits KNIVES 33 | oh DHX. OMMERS PEERLESS FAUCETS } 
PATTERN S59) BEST BLOCK TIN K —a-a 
s’ MAKERS’ + : MAPLE wood BODY HIGHLY POLISHED 
pene Sw ONLY THE GENUINE ARE STAMPED IN THE WOOD with 
——— TRADE MARK MALTESE CROSS (AS Pex cur) 
‘2G Sa BEWARE OF IMMITATIONS 
SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
New Haven Oyster Knife. = MADE OF LEAD,IRON,OROTHER INFERIOR METALS, TINNED OR WICKELED. 
ROBERT MURPHY’S SONS CO., :: Ayer, Mass. 
os hi Estas.isneo 1850 = : 
"Joun WAGSALL nc TACKS sax" NAILS se BOLTS 
——— a Special 
3 © @OHN HASSALL.wnc. 0 Cut _ 
Q RiveETsS. ig Cobblers’ Nails, Bed Screws, Glazier Points 
Q ESGUTCHEON Pins. 2 Bend for new illustrated catalogue, most convenient and 
2 SPEGIAL WiRE NAILS e comprehensive. 
i ee SHELTON CO. (Estab. 1836) 
= fae <———) =) TT SHELTON, CONN. New York, 96 Warren St. 




















Shaft - driven, Auto- 
Saw Sets, Hand Punches, | mobile, Hand Horn 
Nail Pullers, Box Openers, | List Price, $5.00 
Seal Presses, Bench Stops, | 776,270 oe 
Profit- making discounts 


\ Liquid Soap Dispensers. | Fr*Rakite fees 





a 
Y 
‘ « 
\ 
\ a 





V/, 








the trade. 
Chas. Morrill, Manufacturer American Electric Co. 
REG. U.S,PAT.OFF. 102 Lafayette Street New Yor, State and 64th Sts., oe 











Manufacturer 
Samson Automobile Horns 
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Help Wanted and 


$1.00 minimum rate. 


Display rates on request 





Business Opportunity 


Advertisements 2c. per word— 


Situations Wanted 
2c. per word—soc. minimum. 


NOTE: 





NSTRUCTIONS for your advertisement to appear 
in the Business Opportunity Exchange should reach 
us one week before the date of the issue. 
vertisements go to press every Friday at noon. 


In answering ads do not send original letters of reference— 
send a copy, it does just as well. 


These ad- 








Help Wanted 


Help Wanted 


Situations Wanted 


Situations Wanted 








en 


Original letters of reference should 
mot be inclosed with replies to 
advertisements appearing in these 
columns, as they are frequently 
mislaid and lost. A copy of the 
reference will serve the purpose. 





MANUFACTURER of full line 
household specialties wants local 
representative in all important cities 
to handle line on commission. De- 

rtment stores, hardware dealers, 
instalment houses, premium con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
our proposition is an excellent one. 

dress “S. H.,’”? care HArpWARE 
AcE, New York. 





GARDEN: HOSE SALESMAN 
WANTED—AlI salesman acquainted 
with hardware trade to sell complete 
line garden hose on strictly commis- 
sion basis. Advise territory you now 
cover and give references. Address 

hermoid Rubber Company, Tren- 
ton, N, J. 
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SALESMAN, calling on the hard- 
ware trade, to handle a patented 
rural mail box; quick seller; good 

rcentage; exclusive territory. Bland 

rame Company, Schenectady, N. Y. 








SALESMAN WANTED ffor the 
State of Iowa - manufacturer with 
well known and very complete line 
of stoves and ranges, including sev- 
eral specialties. xcellent opportu- 
nity for successful retail hardware 
salesman desiring road work and 
possessing ability to sell. Address 
Pg care Harpware AGE, New 

ork. 


UNUSUAL SIDE LINE OPEN. 

An opportunity to acquire exclu- 
sive sales rights on a side line of 
harness and auto specialties in 
Texas, Missouri, Illinois and Indi- 


ana. Samples weigh only _ five 
pounds—complete line sold from 
catalog. 


Salesmen in Nebraska, Iowa and 
Kansas all earning better than $200 
monthly. We prefer men regularly 
calling on harness, hardware or im- 
plement trade. ie 

This is a big proposition. If pre- 
pared to qualify, furnish references 
and state fully your selling experi- 
ence. Give name of house you rep- 
resent and outline of territory you 
are regularly covering. 

Address Mr. Crary, The Leather 
Products Company, Denver, Colo. 





WANTED — Salesman carrying 
specialties to the leading jobbers o 
the country, to take on the best lawn 
sprinkler proposition existent as a 
side line; liberal commission. Ad- 
dress The Ideal Bronze Company, 
Cleveland, Ohio. > 





HARDWARE AND SPECIALTY 
SALESMEN to sell as side line rear 
curtain lights for Ford cars. At- 
tached with tools. Cheap. Read 
seller. Good commissions paid. 


Nj Ideal Mfg. Co., Sabina, Ohio. 


A SALESMAN for Southern ter- 
ritory visiting hardware jobbers, to 
sell our specialties on a liberal com- 
mission basis. State age, territory 
and line now handling. Stransky 
Mfg. Co., 41 Warren St., New York. 








REPRESENTATIVE to solicit 
large consuming and hardware trade 
in all territories for Eastern file 
manufacturer. State experience and 
why you think you can sell files. 
Where do you travel? Address “B. 
V.,” care Harpware Ace, New York. 





WANTED for 1916, competent, 
experienced stove salesman, familiar 
with the trade to sell well known 
line stoves in Minnesota and part of 
Dakotas, salary and commission 
basis. Address “B. Y.,”’ care Harp- 





“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
SneriFvina GURN TEAS 

HAT I 
TOLD TO US WEEK 5 


CHEAPEST METHOD T 
COMPETENT MEN. ita 





WANTED—Experienced salesman 
to cover hardware trade in one of 
three territories—Minnesota and Da- 
kotas, or Nebraska and Kansas, or 
Iowa. Address “B. Q.,” care HARD- 
warE AcE, New York. 





_.WANTED—Salesmen acquainted 
with hardware trade. To sell well 
known line of cutlery with improve- 
ment. Three territories open, New 
York State, Illinois and Wisconsin. 
Agencies and side line men need not 

ly. Give references. Address 
“B. P.,” care Harpware Ace, New 
York. 





WANTED—Several first’ class 
salesmen who have established routes 
to the wholesale hardware trade. 
Only those need apply who can show 
results. In reply state territory 
covered and give references. Gates 
Manufacturing Co., Detroit, Mich. 


warRE AGE, giving age, experience 
and references. 








Situations Wanted 





»5|A SUCCESSFUL SALESMAN 


and for last ten-years a director of 
sales would like to get in touch with 
manufacturer of hardware or kindred 
line who is_desirous .of increasing 
his sales. Have been very success- 
ful in selling to departments of 
U. S. Government as well as to 
hardware and machinery and the 
jobbing trade. Now located in New 

ork City and prefer a local connec- 
tion. Exceptional references. Ad- 
dress “P. W.,” care HarpWARE AGE, 


New York. 





WANTED—Position by Jan. 1 by 
experienced retail hardware sales- 
man, with eleven years’ actual ex- 
perience; ummarried, age 28; can 
furnish the very best references 
as to honesty and business ability bv 
past and present employers. “A. * 
care Harpware AcE, New York. 





YOUNG MAN, age 23, wants po- 
sition in large hardware or manu- 
facturing establishment with pros- 
pects of traveling. Have had three 
years’ experience, Will go anywhere. 





est refrences. Address “Y. U., 
care Harpware Ace, New York. 


WANTED—Position with hard- 
ware and implement concern by 
man of experience and proven ex- 
ecutive and salesmanship ability. 
References Al. Address “B. B.,”’ 
care HarpwArE AGzE, New York. 





WANTED—Position as manager 
in hardware store; 12 ite experi- 
ence as manager and buyer. Good 
window trimmer and decorator, 38 
years old. References furnished; 
employed at present. Desire to 
make change January Ist. “B. E.,” 
care Harpware Ace, New York. 


SALESMAN with office in Chi- 
cago wants manufacturers’ lines in 
hardware and specialties. Only first 
class lines considered. E. A. C., 
76 National Life Building, Chicago, 








A HIGH CLASS experienced 
hardware man with capital, about 
to open up a New York manufac- 
turer’s agency, wants to represent 
two or three good lines of tools 
and specialties. Have a full knowl- 
edge and acquaintance with both 
the domestic and export trade. “B. 


F.,” care Harpware Ace, New York. 


SALES MANAGER—Wide awake, 
progressive, successful sales manager 
who has been connected with Sim- 
mons Hardware Company for ten 
years, and with prominent New 
England manufacturer for five years, 
wants to manage sales of a New 
England hardware factory. Salary 
is no consideration. Willing to take 
stock. References and past record 
will show this isn’t the advertisement 
of a mere job hunter. Address 
“B, X..” care HARDWARE AGE, New 
York. 








Business Opportunities 








WANTED—POSITION AS BUY- 
ER or manager of wholesale hard- 
ware business. Have had twenty-five 
years’ experience in wholesale hard- 
ware, mine and mill supply business. 
Have filled every position from or- 
der clerk to buyer and manager. 

m forty-four years of age, healthy, 
strong and capable of doing good 
work, Any reference desired. ow 
employed. 
Box 267, Bluefield, W. V 





HERE IS THE PLACE FOR 
YOUR MESSAGE, FOR IT 
WILL BE SEEN AND READ 
BY EXECUTIVES—THE MEN 
TO WHOM YOU MUST SELL 
YOUR SERVICES. 





SALESMAN—Eight years’  ex- 
perience in retail hardware line, 
wishes to connect with retail or 
wholesale hardware concern in 
Greater New York. References fur- 
nished. Address “‘B. T.,”’ care HaArp- 
wAarE AGE, New York. 





SALEMAN would like position 
with manufacturing or up-to-date 
hardware company on builders’ hard- 
ware and general line; twenty years’ 
experience. Address “B. U.,” care 
Harpware Ace, New York. 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 





intimate knowledge of these matters 
in every section of the United 
States. Address “H. M. O,,” care 
Harpware Act, New York. 








Address Fi R. McNutt, | 
a. 


YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR wage? 8 4 


THAT YOU CAN USE oO 
OBTAIN A _ POSITION; BUT 
IF YOU WANT TO GO AFTER 


SECTION—IT MAY 
COST YOU A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 
PROBABLY GIVE YOU 
WORTH-WHILE “BERTH.” 





FOR SALE—Hardware, Harness 
and implement business in Arizona. 
Doing about $50,000 business per 
year. For particulars address 
*” care HARDWARE AcE, New 





COLLECTIONS! 

Bad debts, delinquent accounts, 
claims, etc., collected everywhere, 
Quick results, prompt settlements. 
No advance fees—no “retainers.” 
No collection, no charge. Money- 
getting particulars free. Best Ad- 
justment Co., Room 840, 1328 
roadway, New York. 








WANTED—Position, after Jan. 1, 
as traveling salesman in New York 
State territory, selling hardware, 
plumbing goods or hot air furnaces, 
by a man aged 36, with 13 years’ ex- 
perience as managing partner of a 
successful retail hardware business. 
“B. R.,” care Harpware Ace, New 
York. 





WANTED—BY YOUNG MAN 
with over fifteen years of good ex- 
perience in hardware business, a po- 
sition as manager or assistant: can 
furnish good reference. Address 
are care Harpware Ace, New 

ork, 


~ 








HIGH GRADE SPECIALTY 
SALESMAN, now employed, desires 
to make a change; last eight years 
traveling States west of Mississippi 
River to Pacific Coast. Address “B. 
so care Harpware Ace, New 

ork, 


FOR SALE — Old _ established 
hardware business at Adrian, Mich. 
Sixty years in same location. Town 
of 10,000 and county seat. Good 
stock of shelf and heavy hardware, 
also plumbing and heating suppiies 
with shop in connection. Last in- 
voice showed a value of $12,000. 
Present owners in business thirty- 
one years and now ready to retire. 
Will be sold immediately at a bar- 
gain. Address Box “Y. Z.,” care 
HarpwAre AcE, New York. 





FOR SALE—Hardware store ad- 
jacent to Pittsburgh. Business is in 
good shape and making money, and 
open to inspection. Owner is in 
other business. Stock and fixtures 
will inventor $6,000. Address 
= M. H.,” Box 1084, Pittsburgh, 
a. 





TWO SUCCESSFUL hardware 
and machinery salesmen well known 
in Eastern territory, desire exclu- 
sive agency on commission basis for 
several mechanical and hardware ac- 
counts in New York and Atlantic 
coast territory. We can influence 


Address ox 92, Massa- 





and are Fe 8 ae big business. 


pequa, 
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Business Opportunities 


MANUFACTURERS’ AGENTS 
Located in New York City, cover- 
ing New York, Philadelphia, Balti- 
more, Washington and intersecting 
territory, solicit one or two strong 
accounts. Erskine & Wallace, Room 
1103, No. 1 Liberty St., New York. 








RECEIVERSHIP SALE, 

Receivership of Vordenbaumen- 
Eastham Co., Ltd., Shreveport, La., 
No. 13930. ist District Court, taddo 
Parish, La. By virtue of an order 
of the First District Court in and 
for the Parish of Caddo, State of 
Louisiana, directed to run as re- 
ceiver for the Vordenbaumen-East- 
ham Co., Ltd., in the above en- 
titled and numbered matter, I will 
sell at public auction at the place of 
business of the said Vordenbaumen- 
Eastham Co., Ltd., No. 709 and 711 
Milam St., Shreve 
with the benefit of appraisement, on 
Saturday, Nov. 13 915, at 11 
o’clock a, m., the following property 
to wit: Stock hardware, mill sup- 
plies, crockery, glassware, fixtures, 
accounts and all physical assets of 
the Vordenbaumen-Eastham Co., 
Ltd., as per inventory thereof on file 
Y the clerk’s office of Caddo Parish, 
7 





rt, La., for cash 


La. Said property to be sold as be- 
longing to said Vordenbaumen-East- 
ham Co, for the purpose of liquidat- 
ing the affairs of said corporation. 
Private bids will also be considered 
up to Nov. 13, 1915. Stock is new 
and well assorted and inventories 
$45,000. A splendid opening and a 
splendid town. E. H. Vordenbaumen, 
Rec., Shreveport, La. 








YOU WANT A POSITION 
AY $ 


oO TO 


ARE TRADE WHO 
EAD THIS PAGE? 





SPORTING GOODS, BICYCLES, 
FISHING TACKLE and gun store 
for sale. Complete equipped repair 
shop with Bowser gasoline sidewalk 
tank, 2 hp. motor, and tools. Whole- 
saler. Carries $2,500 consigned 
stock doing $20 to $30 trade daily. 
Near San Francisco—$1.000 will 
handle. Beautiful fixtures; located 
center main street. 
on small investment. Established 
15 years. Address “B. L.,” care 
Harpware Ace, New York. 


Good business 





Marine hardware business with 
profitable factory and _ contractors’ 
supply; trade, long established, well 
located. Turns stock five times 
yearly. A_ real opportunity for 
young blood to make profit from the 
start. Will need $6000. Owners re- 
tiring. Principals only. Store in 
metropolitan district of New York. 
ta ~ care Harpware Acz, New 

ork. 





DROP FORGINGS made immedi- 
ately. Nine broad drop hammers, 
300 to 400 pounds, ready for dies. 
Also die sinking shop. C. Groos, 
Racine, is. 





FOR SALE—General hardware in 
a good growing Pennsylvania town; 
$8,000 stock, $18,000 annual sales. 
Old_ established business. Clean 
stock. Steady farming trade. Ad- 
dress Lock Box 8, Lawrenceville, Pa. 





THE HIGH GRADE MAN 
LOOKING FOR A POSITION 
OR FINDING IT IMPOSSIBLE 
TO GO HIGHER UP WHERE 
HE IS, WISHING TO MAKE 
A_CHANGE. WILL FIND THIS 
SECTION THE PLACE TO 
TELL HIS STORY. 





FOR SALE—Good clean money 
making hardware stock in best coun- 
ty seat town in Northwestern Iowa: 
old established business; best lo- 
cation in town; low expenses; one 
smaller competitor; best reasons for 
selling; no trades considered. F. C. 
Lyon, Rock Rapids, Iowa. 





WANTED—To buy a moderate 
size hardware store or part interest 
in one, in town of 10,000 to 50,000 
in Central or Eastern States. Ad- 
dress “B. N.,” care HarpWARE AGE, 
New York. 





Bettering Business by 
the Elbow Touch | 


You may recall the story of the front 
line soldiers face to face with the 
enemy in the present war. The entire 
line had an instant of stage fright 
because everyone knew that the ma- 
jority would soon be dead. Seeing 
their state of mind the Captain reached 
out his elbow and touched that of the 
soldier next to him. The soldier 
understood the act, reached out his 


























elbow and touched his neighbor, and 





1-2+20 


Impossible? Not at all. 
In an actual service test be- 
tween one Delta File and 
two “‘just-as-goods’’ the one 
Delta outlasted the other 
two by 20 per cent more 


so they did all along that first line. | 7.; 


The effect was instantaneous and the 
men plunged forward thrilled with the 
courage of the Captain's touch. 

In just this way business is bettered. 
One fellow with the nerve to reach out 
and do something touches elbows with 
the fearsome fellow next to him. 
Fear closes no contracts. How can) 
the man who shrinks from advertising 
expect that advertisement readers will 
credit him with courage and ability 
which he does not possess? 

Have you the nerve to reach out? 
Isn’t the building of business by con- 
sistent advertising far more profitable 
than waiting for something to turn up? 
In meeting the buying movement of 
1915 where will your courage place 
you? 

Let us tell you how Hardware Age 





can help you. 


There is nothing par- 
ticularly remarkable 
about these results 
except that they can- 
not be duplicated by 
any other file. 


Deltas are the only 
files from 3 to 24 
inches made entirely 
of Crucible Steel. 


No other files have 


teeth so long, so 
sharp, so hard and 
well tempered. No 


other files can live so 
long. 


The Delta Trademark 
on every tang is your 
safeguard, a positive 
and __ unconditional 
guarantee. Your job- 
ber knows it. 





Delta File Works 


Philadelphia, Pa. 


Chicago Office: 
62 E. Lake Street 


New York Office: 
260 West Street 

















122 HARDWARE AGE : November 18, 1915 








This Man Must Have 
Instruments of Precision 


IS work demands tools of extreme 
accuracy—his job depends upon them. 
When he wants tools or instruments that he 
can depend upon he goes to the leading 
dealer and asks for Starrett Tools by name 


Starrett Tools 


are mathematically accurate. Every engineer, machinist 
and high-class workman whose work requires accuracy 
knows Starrett Tools to be standard. The time saved in 
accurate fitting and machining is of value not only to man- 
ufacturers, but makes the man with Starrett Tools a better 
workman. Send for Free Catalog No. 20-A, prices, etc. 


The L S Starren Company 





> THE L. S. STARRETT COMPANY 
4 “The World's Greatest Tool Makers”’ 


ATHOL, MASS. 
NEW YORK LONDON CHICAGO 


























November 


18, 1915 
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TRADE MARK REG.IN U.S.PAT. OFFICE 


10 even 

elastic 

coats 
Here’s a make 
simple 


test you 
can make 
for yourself. 


Take a sample of 
AluminA (we'll 

gladly send you one) 

and a sample of any 
other galvanized cloth, 
either hot-dipped or 
electro-galvanized. Take 
each piece in turn, hold it 
firmly, and bend it back 
and forth a few times. 


Note the result. Keep on bending, 
stopping frequently to compare 
samples. You’ll be amazed to find how 
firmly AluminA’s elastic 10-ply coat 
stays on, and how easily some compet- 
ing brands shed their rust-proof (?) armor. 


AluminA is guaranteed to outlast any hot- 
galvanized screen cloth more than two to one 
under similar conditions. This test will show 
why. Make the test at once—don’t take any 
manufacturer’s word for something you can 
demonstrate for yourself. 


No other manufacturer—lacking our cheap power—can 
afford to put such a durable coat on his cloth as we put on 
AluminA. Sell the cloth with the Sun-Red Selvage. 
It means satisfaction on both sides of the counter. 


MATERIALS FREE 


Write for a sample of AluminA and make this 
test. We'll send you our folder ‘‘How to Sell 
Screen Cloth” and full information on AluminA, 
Rust-Proof Alumi-Namel, Noxide Bronze and 
Dixon Black. 


REYNOLDS WIRE CO. 


Quality Cloth since 1893 
110 River Street 


DIXON ILL. 
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Rust-Proof 
AluminA 
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Test the Zinc Coat 
Before You Buy 


Galvanized screen cloth lasts only 
so long as its zinc coat lasts—no 
longer. The coat’s the thing you 
ought to know about before you 
stock up for next season. 


Make any test or comparison you. like 
—microscopic, bending, chemical or 
weather test—the result always favors 


AluminA. 


AluminA has ten thin, elastic coats 
put on slowly and evenly by elec- 
tricity after weaving, The total 
zinc protection is as thick as on 
any other cloth—thicker than 
most—but it is elastic thick- 
ness, built up, layer upon layer. 

It doesn’t crack nor peel. 


The thick single coat that can 
possibly be applied by dipping 
into hot spelter before weav- 
ing—or the few thick, spongy 
layers put on hastily by a 
high voltage electro proc- 
ess after weaving—can- 
not stand the test like 
the ten dense, pure coats 
which our low-voltage elec- 
tro-plating process applies 

to AluminA. 
AluminA’s coat leads on 
every test—our enor- 
mous advantage in 
cheap water power 
makes it unbeatable. 


All tests 
favor 


AluminA 
—it lasts! 





Sell the cloth 
with the 


SUN - RED 
SELV AGE 
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Reproduction of a famous Boston store of over half a century ago. In this store, 
owned by Jones, Ball & Poor, were largely sold spoons, forks, knives, etc., 
made by the original ROGERS BROTHERS, established in 1847. 


‘Easiest Selling Merchandise 
in Your Store’ 


Ever since 1847 the reputation of the ware has in- 
creased. No other Silver Plate is so persistently 
and consistently advertised as 


1847 ROGERS BROS. 


“Silver Plate that Wears” 


Every dealer handling the line is entitled to our 
Advertising and Display Helps. 


Write today for Circular 1293-H. It will help you 
to Sell Silverware. 


November 18, 1915 
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International Silver Co. 


Successor to Meriden Britannia Co. 


Meriden, Conn. 











